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4 KNOWN QUANTITY 


No flight of imagination or fling 
of adjectives is necessary to em- 
phasize the merits of Tandrite 
Calf. @ Known definitely to all 


shoe designers, manufacturers, 





retailers and consumers are... 


y TANDRITE 
Lualil7 
Sinaia 
Clot wid 


Cutabrldig 
v 


E. HUBSCHMAN & SONS, INC. 
PHILADELPHIA, PENNSYLVANIA 













by 
GROSSMAN’S SHOES, INC. 
Brooklyn 5, N. Y. 

Open shank step-in offswept model 
with medium (17/8) heel, closed 
toe, closed back, and clev- 
erly draped vamp treat- 
ment. Tandrite 

Calf, Color 
524 
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more-tor- 
your-money shoes 











mean more regular customers for you! 


Customers want real value for their money. And Vitality Shoes give 
real value in the ultimate. Value in terms of advanced but right styling, 
for every feminine activity. In terms of finer materials, most carefully 
crafted. In terms of the ultimate benefit— what Vitality Shoes DO 
for your customers. How their restful fit and flexible, comfortable 
materials actually have a thrilling “‘Cosmetic Effect’ on the women 
who wear them. 


No wonder Vitality national advertising is producing such keen 
excitement among readers of the leading fashion and women’s maga- 
zines. No wonder America’s alert merchants are coordinating their 
promotions to the new Vitality campaign—stressing the ““Cosmetic 
Effect’’ of Vitality Shoes. For this is a powerful benefit—a great 
PLUS VALUE—that keeps customers coming back to buy Vitality 





Shoes from you! ys 
VY sh ° 
Snoes ‘as 
] REALLY 
Complete range of sizes and widths NATIONALLY 
ADVERTISED 
Vitality Open Road Shoes for Outdoor and Campus Wear * Vitality Shoes for Children 


Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
Vol. CXXXIV, No. 11, BOOT AND SHOE RECORDER, lished semi-monthly by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. 
Entered as second class matter June 5, 1943, at the Post Office, Philadelphia, under Act of March 3, 1879. Subscription price $3.00 per year. Printed 
in U. S. A. (Canadian rate $3.50 per year.) 
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The '49 Holland-Racine line 
combines new styles with 
real values to help you 
build sales and profits. 
















Holiand-Racine men are on 
the road with the new 1949 
spring lines of Holland-Racine 
shoes. Be sure to see this 
outstanding group of nationally 
advertised brands. You'll know why 
more and more retailers are 


making Holland-Racine their leading line. 


HOLLAND 
INC. MICHIGAN 
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White shoes accounted for 
the largest percentage of sales 
this past season and will again 
dominate the color field 

next summer, according to 
over 42% of the nation’s 

shoe retailers. 

With California and Florida 
resort fashions pointing to - 

a big white season (top bracket 
dress designers emphatic in 
their endorsement of white) 
white shoes command your 
immediate planning. 

Get the whites which build 
better shoes — — 
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These figures, showing per- 
centages of 1948 summer 
sales, are from an exhaus- 
tive survey by the Market- 
ing Research Dept. of 
Fairchild Publications, 
covering over 200 cities of 
varying sizes in 44 states. 
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GLAZED & FLEXY KID 


TAN-ART 
SUEDE KID 


G. LEVOR & CO., INC. GLOVERSVILLE N.Y. 



































There’s Room for You in this Picture at the 
Popular Priced Shoe Show of America 
Room 104 — Hotel Commodore 
New York City 
November 29 - December 2 





UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 
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@ The simplest looking “classic” styles can be the 
most severe test of workmanship, fit, and materials. 
A shoe like the Walk-Over “Tosca” (illustrated ) 
has no “novelty” tricks to distract the eye. Its 
fashion-right good looks depend on its own 
beautifully-styled lines—on exacting craftsmanship 
and quality leather. Such a shoe calls for the 
utmost in precision fit, a Walk-Over “plus” that has 
been delighting dealers and customers more than 
ever during this popular revival of “closed up” 

















footwear. 


Write for a copy of our new catalog—49 women’s 
styles In Stock for at once delivery! 


Walk-Over prices 
from $12.95 
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COMFORTABLY SOFT 


Kern Sve 


. . one reason why Gallun’s Cretan Calf 
is the leather that sells your shoes 



















Like all the famous Gallun vegetable tannages, 
beautiful Cretan Calf gives your customers luxurious 
comfort. The velvety softness of this aristocratic 
leather is ever present. It lasts throughout the life 
of the shoe, despite repeated wettings and dryings. 


And shoes made from rich, pliable Cretan Calf 
have a distinctive custom-built look. This look 





‘ li gs 
/ } Sy? Fs of unusual quality is further enhanced by the effects 
/ gee WrSy fh of clean punching and pinking. 
| ie et oY i S Give your customers the things they want 
a Pr 7 Ts most in a shoe— comfort and distinction — and 
; 4 a your business prospers. Give them shoes made from 
Be hy P77 gv Cretan Calf or any one of Gallun’s glove-soft 
Ps : / eos Tia RY, vegetable tannages. Make careful note of the 
aS Cech! Gallun numbers in preparing your orders to 


Corporation, Tanners, Milwaukee, Wisconsin 


VU 
go th y leading shoe manufacturers. A. F. Gallun & Sons 
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ONE OF THE FAMOUS GALLUN VECETABLE TANNAGES 


Norwegian Calf 
hand-boorded grain 


T-S6 
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OFFERS YOU MANY UNIQUE ADVANTAGES 
















More Sales Appeal 


Smart accessories, when made from Marvinol-based 
plastics, can display a variety of brilliant hues, 
pastels, opaques . . . eye-catchers that are color- 
fast, smoother, drier to the touch. Products made 
from Marvinol are more stable, offer greater resist- 
ance to heat and light. They're tougher, longer- 
lasting, flexible, will outwear leather many times. No 
warping, cracking, shrinkage or scuffing. They’re 
waterproof, greaseproof, unaffected by perspiration. 
Build your sales . . . assure customer satisfaction 
. . . by specifying materials made from Marvinol, 
the improved vinyl resin. 


Easy to Work! 


Moreover, Marvinol-based plastics are easy to work, 
readily adaptable to fast production. They can be 
machined, cut, stitched, punched, cemented and 
polished. Marvinol resins are backed by years of 
intensive research, produced in the world’s most 
modern chemical plant. The Glenn L. Martin Com- 
pany, maker of Marvinol, does not compound or fab- 
ricate in the plastics field; but we will be glad to refer 
you to someone now processing Marvinol resins. 
Write on your company letterhead to: Chemicals 
Division, Dept. B-11, The Glenn L. Martin Compa- 


nv, Baltimore 3, Maryland. 


RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 


THE GLENN L. MARTIN COMPANY °¢ AN INTERNATIONAL INSTITUTION 
“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN” 
November |, 1948 7 
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They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 

nently discelered by steam. 


\ 


De net attempt te steam-seoften 

thermoplastic bex tees in rep- 

tile uppers. Get yeur Beckwith 

agent’s recommendation in 

advance of cutting uppers. 

Depending upen which prac- 

tiee your conditions best faver, 

he can either supply you with 
dry heaters or arrange fer your 

eo 


temperary use ef canned pre- 


ie 
- pared selvent bex tees which 


require ne selvent wete 


ting at pulling-ever. 
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The Sno Sprite 
The Newest Velvet Creation 








POPULAR PRICE SHOE SHOW 
OF AMERICA 


ore comacoons FURST in Poot Fashion 


ee THE Cambridge RUBBER COMPANY 


ROOMS 1029, 1031, 1033 
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* BETTER QUALITY 
* BETTER STYLING 
* BETTER TURNOVER 
x BETTER MARK-UP 


No. 921 


Women's Embroidered Slip- 
per. Gore Back, Hard Sole. 
Colors: Red, Royal Biue, Light 
Blue, Pink. Black. 

Sizes: 4-9 


$1.85 


No. 971 


Women's Embroidered or 
ed Slipper. Closed Back, 
Hard Sole. Colors: Light 
Biue, Royal Blue, Pink, Red, 





No. 922 


gee: Pleated Vamp Slip- 
Gore Back, Hard Sole. 

Shon: Royal Biue, Red, Light 

Blue, Pink, Black. 

Sizes: 4-9 


$1.90 





Exhibiting: 

Pittsburgh Philadelphia 
Nev. 7-9 Nov. 14-17 
Room 475 Room 334-6 
Wm. Penn Ben Franklin 
Augusta New York City 
Nev. 7-10 Nov. 28-Dec. 2 
Reom 415 Room 1273 


Sheraten-Bon Air Commodore 


a 


lie 


GERDA F FOOTWEAR COMPANY INC. 


Satin Bo 
Sole. 


Bue, Pink, “Black, Light Blue, 


Sizes: 4-9 
$2.45 


Write for our New Catalog. 


No. 319 
Women's Satin Sli 6 
Back, Hard Sole. “ag Col om: 
_ Royal Blue, Pink, Light 
Sizes: 49 

$1.90 

No. 960 


Women's Panne Satin Scuff. 
Gold Ornament on Bow. 
Hard Sole. 
Blue, Red, Light Blue, Pink, 


Black. 
Sizes:4-9 


The Gerda formula for volume slipper selling is a proven one... 
dealers each season prove that it can work for them. Here it is, simply stated. You 
must have styles and materials that women want and you must have adequate sizes to 
fit them. Gerda brings us both. Keen yet sensible style selections and same day ship- 
ment to keep your sizes up to scratch. Put the Gerda plan to work today. 


No. 958 


Women's Panne Satin Slipoer. 
= Ma 


back. Hard He A 
Red, Royal ie 













Colors: Royal 


$2.45 


and hundreds of new 
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“GERDAGRAM” Yor Expore 
NEW YORK 13, N.Y. 





158 DUANE STREET . 


IF NON-WEARERS KNEW MILLER 


ORTHOPEDIC SHOES AS WEARERS DO . 


YOUR STORE WOULD BE THRONGED WITH 
CUSTOMERS THE WHOLE WEEK THRU! 





Just what do wearers know? Well, here’s an extract 

from a letter recently received by one of our dealers. 

Read it; judge for yourself — a voluntary letter written 
by a registered nurse: 















Our famous Miller Musketeers 





now in stock — along with 14 


- 4 
Langgovr Feo . other successful orthopedic styles 


REG. U.S. PAT. OFF 
WRITE FOR CATALOG 


THE MILLER SHOE COMPANY 


4015 Cherry St. ° Cincinnati 23, Ohio 


NEW YORE OFFICE CHICAGO, ILL. 
656 Marbridge Bldg. 1208 Republic Bldg. 





Also 
West Coast Representative 
November |, 1948 








ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 








15,000 NEW SHOE STYLES A YEAR 


So that General Shoe can produce the BEST for you 


In the Model Plant at General Shoe over 15,000 new shoe styles 
are created each year for the eleven nationally-known General 


Shoe lines. 


For you, the dealers of America, this means bringing fashion to 


the volume level . . . fashion at sensible prices. 





Think of that . . . over 15,000 shoe styles designed and models 


made, so that the General Shoe styles actually produced for sell- 


General Shoe's new Model 
Plant is a complete shoe manu- . : . : : ‘ 
facile wlink: te nikeiaturs. Our ing will be the top choice of many desirables . . . and so that all 

| lan? ty ut +o e “4 

Model Mut tures ost: 50 to 60 styles chosen can be perfected and controlled as to fit and qual- 
new and different shoe designs i 

; Photo at . = me . . : . . 
daily. (Photo at top: One ¢ ity before going into actual production for the dealers of America. 
General Shoe's beautiful display 4 
rooms which we cordially invite No wonder General Shoe lines have such a reputation for style 


you to visit in Nashville.) 


and design . . . no wonder General Shoe styles meet with the 


buying approval of your customers. 


Such careful hackground for style-appeal is another General step 


SALES DIVISIONS in the overall picture to give General Shoe dealers better service 
Jarman Shoe Company to help them sell more shoes. That’s the General idea. 

Richland-Davidson Shoe Co. 

Dominion Shoe Company 


KBS Shoe Company 
Cedar-Crest Shee Company 
Edgewood Shoe Company 


Barrett Shoe Company C O R P O a T I O N 


Fortunet Shoe Company 


- ~ > 
nesamy a * tb General Shoe Building > Nashville, Tennessee 
Storybook Shoe Company i 
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On Display—Populer Price Shoe Show, New York City, November 28-December 2, Hotel Commodore, Rooms 1029, 1031, 1033. 
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Be Be Bond 
Be Be Tex Cements 


Products of BB Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS. 


14 


FOUR 
‘Tailored-to-theJob 


CEMENTS 


for Slip Lasting 





These cements are designed to help you in slip lasting 
operations .. . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting-into your 
work schedule. 


© Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


@ Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


@ Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


® Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 


Note: Cements made from natural latex are com- 
patible with natural solvent cements — Synthetic 
latex cements are compatible with synthetic 
solvent cements. 


Want information about MORE shoemaking. “3 
cements? .. . you'll find it in a concise 8-page 
guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 
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INTRODUCING (#7 


BABY SHOES 
C for the Youngest Set... 





Every Mother's eyes 
* will shine when she sees this 
dainty new fashion for Baby! Designs to 

rival her own platforms and wedgies. Made of 
specially treated and softened lambskin . . . 
completely washable, even to the removable inner cushion of soft 

foam rubber. A new scientific developmerit in beauty and better 

fitting Infant’s footwear...and a bigger Infant’s Shoe Business for YOU! 
Write us today for the full GLAMORETTE sales story! 


250 WEST 57th STREET 
NEW YORK, N. Y. 
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ON THE STAGE IT'S BERNHARDT 


IN SHOES FOR ALL THE FAMILY IT'S 


Sundial’s “one name’ merchandising idea strengthens 
retail shoe operations immeasurably — and profitably. 





You stock a family shoe operation completely with Sundials for 
men, women and children — yet you stock, display and pro- 
mote only a single, heavily-advertised brand name — Sundial. 
And the quality products of the world’s largest shoe manufac- 


turer build lasting consumer satisfaction and repeat business. 








SUNDIAL, DIVISION OF 
INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 
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SHOES FOR MEN 


.. that brings you more store traffic, more sales, more profits! 





Sa ae eee 
eT Ce ee See 


JARMAN SHOE COMPANY aa NASHVILLE, TENNESSEE 


DIVISION OF GENERAL MMM SHOE CORPORATION 








Famous Movie-Star Mothers choose Acrobat 
Shoes for Boys and Girls 





MICHAEL 









PATRICK 





MAUREEN O’SULLIVAN 





Now tt’s 


WVauw Udldran! 


These four engaging youngsters will be your best allies 


MARIA 


in selling “More shoes to more mothers MORE profit- 
ably” this Spring! Tie-in with this spotlight campaign. 
ACROBAT backs it with full page. full color ads in 
Vogue and Parents’ Magazine . . . gives you lots of 
ammunition in dealer mats, display cards and full 
color statement enclosures. As always, Acrobat comes 
up with a sparkling new way to appeal to children 
and mothers, too! 

Get the facts on this complete juvenile line... Tot 


through Pre-Teen sizes. Retails profitably at 


most styles 





The Complete Juvenile Line 


ACROBAT SHOE COMPANY ‘4 DIVISION OF GENERAL SHOE CORPORATION “y NASHVILLE 1, TENNESSEE 











OHIO SHOE TRAVELERS 


JACK DRESCHLER 


















Benson Hotel 
Portland, Ore. 
PACIFIC NORTHWEST 
SHOE TRAVELERS 
Nov. 6-7-8-9 
ALEX AUGUST 


Hotel Stotier 
Detroit, Mich. 
MICHIGAN 
SHOE TRAVELERS 
‘Oct. 31, Nov. 1-2-3 
DAVE ABRAMS 


* SOUTHEASTERN 
SHOE TRAVELERS, INC 


SOUTHWESTERN 
* SHOE TRAVELERS Assn 





SEYMOUR FABRICK 


JESS ALEXANDER 





SEE the complete line... the 
specialized line... the longest 
line... the made-in-California line 


at any of these shows. 


FOR YEAR ROUND CASUAL SHOE BUSINESS 


} 
DS Se 


BUY SKOOTERS ...SKOOTERS ARE CUTER SkKOON ERS | 





VOGUE SHOE Inc., 3616 S. San Pedro, Los Angeles 11, Calif. 
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Ride the tidal wave of high-style, high school 


popularity that is sweeping the country .. . the hillbilly fad. 
Sell the i LBL by Belleville—a shoe that 
just naturally goes with blue jeans, corduroys, 
and teen age duds .. . and a good substan- 
tial serviceable shoe, too. The Vi] LBL 
will stand up under the hardest wear any 
rough and ready, rootin’, tootin’ rooter can 
give it. 

Made over separate and special lasts for each size 
run (little gents’ 12 to 3, boys’ 1 to 6 and men’s 6 to 12) to insute absolutely correct fitting 
qualities. For exactness of fit, rugged wear, and style that is headline-hot . . . all in the $6.50 
to $8.95 retail price range—sell the ALLAN . Get in touch with us today. 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 


New England Distributor: KREIDER-CREVELING SHOE CO. 
602 Atlantic Avenue + Boston 10, Mass. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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Put your sales on a 
firm footing with 


SPOPTINGS 


famous character 
footwear ! 





@ the greatest tot-to-teen-age 
promotion the industry 
ever has witnessed! 


@ exclusive with SPORTING! 


fun-lovin’ B40 0:% boots 


Hilda Terry's famous Teena comes to life from her equally 
famous syndicated newspaper column and popular book 
idolized by millions of teens! Beautifully clear, vulcanized 
in four colors right into the rubber . . . guaranteed for life 
of the boot! Quality footwear by a famous rubber man- 
ufacturer. 


BOOTS-“TEENA" 
y rs 5 6 7 8 Price 
x Growing Girls 
. White 

















1 3 3 3 2 $2.80 
Growing Girls 
Red 


} 1 3 3 3 2 $2.65 
| ai Above Packing Only — Minimum Order 12 pairs of either color. 
Uy) | || NG FUE, GALLO GORE ca ee cen ce tee oe ee 


| ‘When it’s business you're courting, be sure you've got SPORTING!” 


























/ / Se 
adorable (kad 4AM URIS LOEW MNS slippers and boots 


Captivating little slippers, as bright- 
eyed and whimsical as the original 
screen characters! Reproduced in four 
colors... pre-tested new lasts, chrome- 
leather soles, moulded counters . . 
durable felt or sturdy leather! 


SLIPPERS 

Style #800 Mickey Mouse, FELT 
#811 Donald Duck, FELT 

Price $1.35 Net 


Style #700 Mickey Mouse, LEATHER 
#711 Donold Duck, LEATHER 
Price $1.90 Net 
Full Sizes 6-3 
Colors: Red and Bive in either choracter 
Minimum Order, 36 pairs of color to choracter. 
Attractively Boxed 
Terms: Net 30 F.O.B. N.Y. 


Fascinating animation in clear brilliant technicolor 
vulcanized in four colors right into the rubber . . 
guaranteed for life of the boot, too! All the appeal of 
Disney's charming Little Folk at the feet of your young- 
est customers . . . boots by a famous rubber manu- 
facturer! 


BOOTS=-MICKEY MOUSE and DONALD DUCK 


LARA ROO aes $2.38 
Misses’ 
White $2.70 
eaeeaerinarer- 


Above Packing Only — Minimum Order 12 pairs of either choracter or color. 





Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 


that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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....another solid reason why 
Queen Quality is so solid with 
the Nation’s leading retailers 


Queen Quality leadership is based 

on many things...and high among them 
is the invaluable In-Stock service 

on Queen Quality’s Arch-Guide Welts 
featuring the famous 

‘‘Shock Absorber”’ cushioned arch. 


Shown here are but five of the 
many Arch-Guide Welts in-stock 
for immediate delivery. Write 
for complete in-stock folder. 


et 
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~ > QUEEN QUALITY SHOE COMPANY + DIV: INTERNATIONAL SHOE COMPANY » ST. LOUIS, MO. 


November i, 1948 25 











A NEW MILLER MONEY- MAKER 
..- the Ski Boot Tree! - 


Here’s a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you’re selling ski boots, 
don’t fail to take advantage of this 
easy extra sale. Write for com- 


26 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes—auto- 
matically adjusts for width. Attractive 
walnut finish on fine grained hardwood. 





Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 















O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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DONT QUT— i ALES np 
| MAKE A PROFIT! | Fc 


3| ARE SOLD 











> —Many years ago I coined the phrase, “Make a 
> Profit or Quit’. That was in the days when 
. profits were considered at least mildly necessary 
and all I was trying to do was to point out the 
obvious—that in a period of intense competition, 
price reductions below a certain point were 
dangerous. 


—Now comes another defender of the profit sys- 
ene oo a ee 
t against the . 
eka of toeaa oth omilien that profits are VAISEY-BRISTOL 
DEALER COOPERATION 


suspect. He’s George H. Cless, Jr., widely known 
economic historian of Lexington, Mass., author 
of a book entitled, “Tests for Truth”. 


—Pointing out that the purchasing power of cor- 
porate profits, whether used for dividends or to 
purchase new tools, has declined just as much as 

: or more than the purchasing power of other 

dollars (yours and mine, for instance), the author 

epitomizes the whole and wholesome theory of 
profits in the following paragraph: 


: —"when a firm makes a profit, it does so only be- ; 
, cause there have been enough customers who 
were willing and able to exchange their dollars 
for the goods and services produced by the 
firm. When a firm makes ove hundred dollars 
profit, or one hundred million dollars profit, 
> it does so only because its customers (YOU) 2 | 
. voted their dollar ballots for it to do so. When 
. .. @ few people take it upon themselves to 
declare the eléction null and void, they not only 
insult the intelligence of every citizen, but they 
challenge the basic freedom of every citizen... 
the freedom of choice’. 


—If interested, and you certainly should be, drop 
a line to the publishers, The Eddy-Rucker-Nickels 
Co., Harvard Square, Cambridge 38, Mass. 


—The price? Fifty Cents. 


4 —And remember—this is not an advertisement. 


o MS. ek VAISEY- BRISTOL SHOE COMPANY, INC. 
iit | of ot ee NEY VC) Dk 


P President MIDW-EST PLANT MONETT M OUR 
Boor ano SHor Recorper > 
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WHEN THERE’S A NIP IN 
THE AIR THE GIRLS 
GO FOR... 





THE SMART ACCESSORY COLOR iN... 


Used alone, or highlighted as trim, Hot Chocolate 
Patent glows richly with Fall costume colors. Hot 





bj: 


Chocolate is the perfect accessory color... \ 
Colonial Patent is the perfect leather for it! You PATENT 


need it in your line. Write to us for a sample. 


COLONIAL TANNING COMPANY, Inc.: Boston 11, Massachusetts 
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Newsreel eno 


Public relations is a highly specialized art in the Nation's Capital. 
It has to be if any results are to be achieved, for the Washington corps of 
newspaper correspondents is rated among the world's best. Any attempt to put 
anything over on the major press associations or newspapers is generally doomed 
to failure. 

Several weeks ago an incident arose that was perhaps an outstanding 
example of the worst in public relations. It highlights the manner in which an 
irresponsible individual or group of individuals can, by displaying selfish 
motives, bring discredit to an entire industry. This time, it was the shoe 
industry and its allied trades that bore the brunt of the mischief. 

It all came about when the Washington offices of the three major press 
associations and several large newspapers were asked to confirm and supply 
details of a story receiving wide circulation in the Chicago trade that the 
government was about to take over domestic supplies of hides and skins and 
establish price levels. 

While the story was silly even to the average Washingtonian, since the 
government does not possess any such authority, the reporters immediately con- 
tacted government officials concerned with hides, skins and leather. 

After being told that the story was completely false, the reporters 
became very curious and made a spot—check of the over-all situation in the hide, 
leather and shoe fields. 

The serious writers pointed out in their dispatches that hide markets 
were easing and the Chicago rumors probably originated in the trade as a means 
of supporting and stimulating the market. They further stated that substitutes 
had made heavy inroads on footwear soles and that in the first nine months of 
this year about 35 per cent of the footwear produced had non-leather soles. 

They also reported that while the rate of preduction this year is 
about 4 per cent above 1947, retail pairage sales are under those of a year ago, 
with sizeable quantities going into inventory and the filling of pipelines. 

Their conversations with Washington retailers, primarily independents, 
confirmed the fact that more season-end sales are in the wind and also revealed 
an extremely cautious attitude towerd heavy buying at prevailing price levels. 

So much for the straight reporting angle of this apparently planted 
story. In the course of the scurrying to check the hide story, many of the 
facts came to the attention of Fred C. Othman, a syndicated columnist whose 
efforts receive nationwide circulation. His story on this fiasco was written in 
a light, semi—humorous vein, and this is where the rub comes. A few quotes from 
his column follow: 

"Next time you pass a shoe store, look in the door. Odds are you'll 
see more clerks than customers. 

"A pair of prewar $10 shoes still costs $19.95, even though the cost 
of hides are down as much as half from their high levels in the Spring. The 
shoe manufacturers haven't cut their prices yet. They've been cutting pro- 
duction. Many a shoe factory is running part-time. Jobless shoe workers, 
particularly in Massachusetts, are beginning to go on relief." 

And so on, about retailers taking losses in sales, distress mer- 
chandise from manufacturers, and the dropping off in buying of raw materials 
from tanners and hide dealers. 

The net result of this apparent lack of responsibility in one segment 
of a major industry was nationwide publicity for a difficult situation already 
facing the trade, which will require the most skillful and imaginative mer- 
chandising if stability is to be maintained in the coming months. 
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Constantly before the public in leading 
publications—that does the job nation- 
ally. To reap the rewards locally there’s 
a thorough going, always-timely, 

tie-in merchandising promotion on tap 
to do the job for you! Get the 

details today and prepare now 

for Bostonians “French Toes” 

featured in color in Collier's, 
November 20, 1948. 


For top-flight consumer acceptance 
in men’s shoes—lt’s 
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E. J. MARK, buyer and manager of 
Bannon’s shoe department, St. Paul, 
Minn., says: 

“In our shoe department, which 
is a family type (beamed to the 
medium income group) the most 
important factor in building and re- 
taining trade is to give a true value 
with the lowest possible mark up. 


We talk values in making sales, 
pointing out construction, materials 
and styling. Salesmen are instructed 
that there is to be no pressure on 
customers as far as price is con- 
cerned. In this way we make our 
store a comfortable place to trade 
in; making it easy for customers to 
buy shoes in their price range. By 
pointing out values in shoes, the 
majority of customers will buy the 
best they can afford. 

“We hold a sales meeting once a 
week with continuous reminder that 
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sales must be conducted from the 
velue angle. New stock is reviewed 
with the salesmen, with special em- 
phasis on selling features such as 
newness of design, quality of mate- 
rial, good workmanship and com- 
fort. These are to be points stressed 


-in selling. 


“We try to do a good job in fit- 
ting every pair of shoes that goes 
out of the store, knowing that this is 
important in bringing customers 
back.” 


WILLIAM KRONISH, manager of 
the shoe department at Bond Clothes, 
Inc., Providence, R. I., says: 

“The present business situation 
demands an increase in promotional 
work and rigid control of expenses. 
Our business has been very good 
but the time has gone when a re- 
tailer can sit back and sell without 
effort—as was the case up to the 
present. 

“In curtailing our costs, we have 
stopped giving away free shoe horns 
except on request. Most people have 
half a dozen around the house and 
one more doesn’t mean a thing. We 


have stopped giving away free shoe 
laces, and we find people expect to 
pay for them anyway. We are figur- 
ing our exact requirements more 
closely and buying just what we 
need. The strange part of this activ- 
ity is that we thought we had been 
buying only what we needed right 
along but we have come to realize 
that we could further economize. 


“Another means of economy is in 
our advertising. We are spending 
just as much on advertising but we 
are pianning this so that we are in- 
cluding in the expenditure the ex- 
pense of promoting our price spe- 
cials. Where we formerly ran four 
newspaper ads, largely of an insti- 
tutional type, we are now running 
cnly two and devoting the other 
two to our price promotions. In this 
way, our price promotions are being 
featured without additional adver- 
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tising cost. This means that our ad- 
vertising dollar is doing extra duty 
and producing more definite sales 
results. 

“With these and other ways we 
are balancing the promotional activ- 
ities with rigid control of costs. 
While some of the savings may be 
small, they add up to something 
worthwhile extended 
period.” 


over an 


. * = 


PFISTER & VOGEL TANNING 
COMPANY recently celebrated their 
100th anniversary in Milwaukee. To 
commemorate the occasion, they 
published a twenty-page booklet, 
giving the complete history of the 
organization—its pioneers, its con- 





tributions to the progress of Wis- 
consin, its aims and ambitions. It’s 
interesting reading, that history— 
which traces the fortunes and vicis- 
situdes of the company from its in- 
ception in June, 1848, to the present. 
We give you herewith the final fillip 
of this booklet—the policy which 
activates the company: 


“A corporation supposedly an in- 
animate entity (a statement with 
which we cannot wholeheartedly 
agree) is, however, no stronger than 
the sum total of the cooperative 
effort put forth by all its employees. 
Its vital force grows or lessens in 
direct proportion with the total atti- 
tude of all its personnel. Each man 
ean be a benefit or a hindrance to the 
program of this so-called inanimate 
entity—the corporation for which he 
works and from which he draws his 
livelihood—a fact generally too often 
overlooked in the recent years of 
our American story. 

“We, of management, want to 
give due credit to the loyalty and 
cooperation of our workers and to 
their appreciation of the problems 
that have faced this company. This 
understanding has contributed, more 
than any other item, to management 
being free to put its efforts into the 
company’s steady growth within its 
own resources; to its record of goods 
delivered on time; to not a single 
day of production lost in 17 years; 
to plans for rapid turnover of prod- 
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ucts which enable management to 
fulfill its scheduled orders. 

“Such a smoothly flowing opera- 
tion made it possible for manage- 
ment on its part, in return for the 
mature and understanding attitude 
of its employees, to be among the 
first in the industry to establish a 
program of vacations for all its peo- 
ple, a formula plan of cash profit- 
sharing for all employees tied by « 
definite formula to dividends to 
stockholders, and a retirement trust 
for all employees on the payrolls 
for a period of 18 months. These 
plans, made possible by the coop- 
eration of our people, again bring a 
direct benefit to them. If our young 
and new employees can catch the 
spirit of what benefit a man and a 
company can be to one another in 
working for their mutual advance- 
ment, a big step in the future de- 
velopment of this company is as- 
sured.” 


* > * 


GROVER M. CHADY, sales man- 
ager for the Marion Shoe Divi- 
sion, Daly Brothers Shoe Company, 
Marion, Ind., back from a trip to 
the West Coast, says: 

“The style trend toward heavier 
types in men’s shoes is emphasized 
sharply on the West Coast—Califor- 
nia in particular. Retailers there 
are selling such accessories as spe- 
cial toe plates and heel plates to 
make the shoes more noticeable on 
the wearer’s feet. This is the very 
thing that the shoe industry has 
needed. Shoes haven’t enjoyed such 
prominence in many years for other 
items of wearing apparel have 
claimed a larger portion of the pur- 


the disadvantage of the shoe retailer. 

“Now the ‘bold look’ has focused 
attention on the feet and West Coast 
retailers have capitalized on this 
fact by playing up what, at first, ap- 
peared to be extreme styling. Now 
a definite trend has developed from 
these styles and shoes are selling 
because of style, not because of 
price. The retailers are getting a 
greater share of the apparel dollar 
as a result. West Coast retailers are 
very conscious of the fact that now 
that they have captured the interest 
of the wearer, they intend to keep 
it and men’s shoe manufacturers 
will have to back them up with styles 
which will continue to hold this 
interest. 

“There has been a tendency to- 
ward developing more comfortable 
shoes by all shoe manufacturers the 
past few years and while these fea- 
tures play a very important part in 
the men’s field, the desire to buy 
must first be created and that de- 
pends to a marked degree on the 
continuous development of new 


styles.” 
* « e 


I married a shoe man. For 
breakfast I have odd lot sizes. 
For lunch I have hides and 
leathers; and for dinner enter- 
tainment, I have lasts, inven- 
tories and markups. I’m shoe 





happy. 
chase dollar and this has worked to vPy —S. Wekser 
[ LITTLE GEM SHOE STORE | 
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“Sure, we like aggressive selling Oglethorpe—but that's not the way to pull in new 
business." 
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Shoe men attending the National Shoe Fair had this view of the downtown skyline of Chicago, 
from the Outer Drive which follows the shore of Lake Michigan. 





Spring Lines Opened at Shoe Fair 


Industry-wide Promotion Plan to Increase Sales Volume 
Unfolded to Retailers and Manufacturers at Meeting in 
Chicago on First Night of Fair. 


SPRING lines of nearly all of the leading shoe manu- 
facturers of America were exhibited to retail distributors 
for the first time at the National Shoe Fair which opened 
officially October 25 in Chicago and continued for four 
days. The Fair, held under the joint sponsorship of the 
National Shoe Manufacturers Association and the Na- 
tional Shoe Retailers Association, was held in four great 
Chicago hotels, the Stevens, Palmer House, Morrison 
and Congress Hotels. More than 650 firms displayed 
their products and merchandise to retailers and buyers 
from all sections of the country. 

Style and price trends were topics of prime interest 
as the shoe men gathered on Sunday and Monday pre- 
ceding the formal opening Monday noon, October 25, 
when they were officially welcomed at a luncheon meet- 
ing in the grand ballroom of the Palmer House. Speak- 
ers on the program for that occasion included the presi- 
dents of the sponsoring associations, Lawrence B. Shep- 
pard, of NSMA, and George B. Hess, of NSRA, and the 
chairman of the Committee for Economic Development, 
W. Walter Williams of Seattle. A capacity audience at- 
tended this opening Shoe Fair session. 

For Monday evening the Joint Promotional Com- 
mittee of the National Shoe Manufacturers Association 





and the National Shoe Retailers Association, under 
whose direction the famous Roper survey of shoe pur- 
chase habits, use customs and attitudes of consumers 
was conducted, had scheduled a public relations meet- 
ing in the Palmer House with Joseph E. Boyle, vice- 
president of the J. Walter Thompson Company, adver- 
tising agency and public relations counsel, as the an- 
nounced speaker. The services of this agency were 
recently engaged by the Joint Promotional Committee 
to conduct a campaign of public relations and promo- 
tion to increase the market for shoes. 

Prices on quite a number of lines showed slight re- 
ductions from last season’s openings as manufacturers 
prepared for the Shoe Fair opening. Emphasis on casual 
footwear was an outstanding style trend. 

From the smallest factory having a specialized pro- 
duction to the four largest producers of footwear in the 
world, it is not an understatement to say that at least 
90 per cent of the shoe production of the United States 
was represented at the Fair. Shoes never before shown 
could be observed and compared with existing styles, 
types and lines, permitting buyers to study the merchan- 
dise which will prove most profitable in their store oper- 
[TURN TO PAGE 72, PLEASE] 














The women’s fashion shoe 
salon on the fourth floor, 
designed to combine ele- 
gance and intimacy. Walls 
are of starrated fir plywood, 

i soft grey, and trim- 
med with dubonnet. Dull 
rose draperies blend with 
carpeting. Oyster-white lea- 
ther is used for upholstery. 


Sales Increase 35 Per Cent 


Famous Retail Shoe Firm of Syracuse, N. Y., Which For 40 Years 

Has Insisted on High Quality and Good Fitting, Has Built a 

Modern Six-Story Building That Rivals Any Metropolitan Salon 
in Elegance and Service 


Fashion flats departments, where indoor, outdoor, Children’s sock and accessory department, right foreground, and 

casual and shoes for the teen-ager are carried. the children’s shoe department at the left of the photo. At the 

Walnut fixtures, beige rug, white ceiling create a end of this department is a row of built-in seating covered in 
casual atmosphere. cream-colored leatherette. 








Men’s department on the lower street level has walls paneled in pin 
oak, with porthole display nooks. The room itself is oval shaped. 





Men’s and boys’ shoes are sold exclusively on this floor. 


AFTER a year and a half of success- 
ful operation in their new store, the 
Park-Brannock Company of Syra- 
cuse, N. Y., is in a position to speak 
with authority on the value of store 
modernization. With this new build- 
ing and new store opened in March, 
1947, Park-Brannock, one of the 
best-known retail shoe firms in the 


in 


country, has shown that it hasn’t 
been content to rest on the success 
of past accomplishments. Instead, it 
has continued to devote its thoughts 
and energies to the preservation and 
expansion of its position in the 
future. 

This modern, six-story building, 
selling shoes and accessories for all 


Women’s shoe department for arch-type and 
tailored walking shoes on the second floor. 


Furniture is cream leather. 


members of the family, has been 
intelligently planned and designed. 
It has as its outstanding features 
scientifically arranged display win- 
dows, generous interior display 
space and departmentalization by 
floors of its selling space, with a 
department for each type of shoe. 

[TURN TO PAGE 62, PLEASE] 


ew Park-Brannock Store 


Adjoining the accessory department is the Fashionette Shoe section, a typical salon-type 
department. Walls are dull dubonnet, against which oyster white settees are effective. Deep 
rose rug and draperies blend with the color scheme. 













Display Ideas 
That Induced 


ACTION 


This simple but practical display by 

Sam Young Shoe Store in Syracuse, 

N. Y., attracted favorable attention in 

the Finger Lakes yacht racing season. 

Manufacturer’s display material was 
used to advantage. 



















N OW is the time for new emphasis on the all-important role that well — ee 
planned shoe windows should play in retail promotion. The shoe busi- signed the interesting leisure and out- 

™ : : = . : door footwear display shown below 
ness needs the stimulating effect of visual merchandise presentation at iat tata: Maddle Samm Chadians Sires, 





the height of the Fall season, and there is no time in the year when the Philadelphia, with co-operation of 
public is more receptive to attractive, eye-compelling shoe windows. Philadelphia — Displey In- 
And so the RECORDER gives four pages in this issue to window ideas. 
Two pages are devoted to practical suggestions retailers can follow in 
coming displays. Here we show four windows actually used in shoe 
stores and on which favorable results have been reported. 

While the initial impulse that leads to a sale very often comes from 
an advertisement that the customer sees in a newspaper or a magazine, 
the actual decision is more likely to be motivated by a display in the 
window. Here it is possible to see the merchandise itself. not merely a 
picture of it. The eustomer can observe the shoe in three dimensions, 
can study the color. the texture of the leather, the contour of the last. 
One can get a mental picture of the shoe in its possible relation to a 
particular costume or some special occasion or activity. If the shoe in 
the window creates a favorable impression. the customer may be half 



















sold before entering the store. 

This being true, shoe men today should strive more than ever te 
create displays that are interesting and attractive and that show shoes 
in a favorable light. Displays that tie in with national advertising of 
branded lines are among the most effective of all. For this purpose 
window cards supplied by the manufacturers can be used to good ad- 
vantage. Many of these display cards actually reproduce the ad itself 
and thus recall to the customer’s mind the impression she received when 
she first saw the ad in her magazine at home, at the same time identify- 
ing the style that impressed her favorably with the actual shoe in the 















window. ie 

Displays that show shoes with costumes for which they are adapted E 4 
are always effective but sometimes difficult for the specialized store. 
However. here again the use of window material supplied by the manu- 
facturers will often make it possible for the retailer to help customers 
















Shoes, costumes and accessories were 
a eee Pace visualize the use of the shoes. Displays that suggest through effective 
Del. Designed by display director backgrounds and window cards the activities for which the footwear 
with co-operation of Philadelphia As- ‘ 2 vida j _ 

seciettdl Baader Kadauvtes may be appropriate always have a selling urge. 


Windows Like These Have Proved Successful in 
Attracting the Attention and Arousing the Interest 
W hich Leads to Sales at the Fitting Stool—Tie-In with 


Seasonal Activities Effective 


A traffic-stopping window tied in with 
seasonal baseball interest and men’s 
leisure footwear. This display was 
successfully used by M & N Shoe 
Store of Fort Wayne, Ind. 


bet in the Game 
a 


WINTHROP 
In-n-Outers 





Use copper wire tub- 
ing and shape it into 
a cornucopia Thinner 
wire can be used with 
grapes and leaves en- 
twined around the 
loops. Use draping 
material as illus- 
trated. pouring mer- 
chandise out on to 
floor, representing 
Fall Harvest of Good 


Fashion. 





by 
BEN WALTERS 
Walters Display, 


Inc., 
New York. 





These Four Suggestions for November Window Displays Which 

You Can Trim Yourself Embody Timely Seasonal Themes Which 

Will Attract More Customers to Your Store and Help You Make 
Your Windows Real Selling Aids 
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KEEPING IN TRIM... 
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Pilgrim boy’s head for a children’s Thanksgiving window. Merchandise is displayed on the crown and 

brim of the huge hat. Buckle is made of cardboard und covered with silver paper. The large bow at 

the neck is of Facil Fab propped in such a way as to hold merchandise. Cut-out poster, pilgrim girl and 
signs are of cardboard; turkey displayer is flat plywood. 


Opposite page: Football 
atmosphere for the spec- 
tator. Cut-out cheer 
leader is appliqued in 
bright felt. Floor board 
represents field. Goal 
post is of plywood and 
has shelf for merchan- 
dise. Cut - out mega- 
phones, pennants add to 
general idea. 


: Men’s footbali 
window uses goal post 
for display shelves. i 
unit extends from the 
back of the window. Cut- 
out pennants of plywood 
at right are used to dis- 
play merchandise. Little 
paper pennants on pins 
are used for markouts. 











SHOE NEWS 
PICTORIAL 


Actor John Arnott has last-minute ad- 
justments made to his 1820-style eve- 
ning breeches during rehearsals at 
Grosvenor House, London, for Gen- 
tlemen Relish. a play backed by the 
tailors of Savile Row for presentation 
in the United ‘tates. Object—to stim- 
ulate American interest in the prod- 
ucts of Savile Row. Mr. Arnott’s cos- 
tume is authentic, even to his high 
buckled evening pumps. 


A young visitor to the Odense Museum on the 
Island of Funen, Denmark, inspects a pair of 
Hans Christian Andersen’s boots which could 
well provide a model for the story of the seven- 
league boots. The birthplace of the writer is 
now a museum housing mementos of his life. 
This year is the centenary of the publication 
of the first of his fairy tales. 


Above: The Third Moscow Shoe Factory is one of the 
largest in the USSR. It specializes in more highly styled 
footwear. Galina Rygalova. factory director. and Boris 
Ivanov, chief engineer. examine samples for quality. 


Right: Footwear is becoming more plentiful in Russia 
and can be obtained without ration coupons. Most stores 
carry a large selection. but styles are still behind Amer- 
ica’s, and emphasis is on durability rather than style. 





Above: Floyd Starr, center, founder of the Starr 
Commonwealth for boys at Albion, Mich., talks 
over the ‘shoe problem with some of the boys 
at his school. Mr. Starr, whose school recently 
celebrated its 35th anniversary, tells his listeners 
that they are lucky to have the extra shoes shown 
on the steps. The problem of outfitting bovs with 
shoes was one of the school’s biggest difficulties 
in its early days, Mr. Starr says. 


Right: In a cowboy suit similar to his dad's (even 
to his cowboy boots), Roy Rogers, Jr., takes a 


walk with his movie cowboy father along a street 

in a studio in Hollywood. Roy, Jr., called “Dusty” 

by his father, is only 16 months old, but has 
learned to balance himself in cowboy boots. 


Below: Brown Shoe franchise dealers of New York State got 
together on the shore of Lake Ontario recently for a day of 
horseshoe pitching and baseball, topped off by a clambuke. 
Approximately 65 shoe men from 20 stores were present. Join- 
ing in the festivities were John A. Bush, chairman of the Board, 
whose birthday fell on that day, and Franklin W. Cornwell, 
manager of the Brown Franchise Shoe Stores division. 

“And just as I reached for the gaff hook 

to haul him into the boat,” explained 

John H. Schmanke of Schmanke’s Shoe 

Store, Rochester, New York, to John A. 

Bush, chairman of the Board of Brown 

Shoe Company. “the big fellow made a 

terrific lunge and got away.” The two 

met at a clambake for Brown franchise 

dealers on Lake Ontario. where Mr. 

“Schmanke conducts a prosperous store in 

the fast-growing Kodak Park District. 





(olden Opportunity 


TO PROMOTE ACCESSORIES... 


From Now Until Christmas Your Accessory Department Can Bring in Extra Business 
Every Day of the Week. Promote Evening Bags, Belts and Gloves, Coordinated with 
Evening Sandals, in a Wide Range of Materials for Parties and for Holiday Gifts. 


reine ate 


by 
ELEANOR M. 
RUTTY 





Brown satin pump trimmed with 
black jet beads from Zuckerman & 
Fox. Satin bag from Crown. Jet- 
trimmed belt from Belt Creations. 
Black suede belt with rhinestone- 
trimmed buckle from Vogue Belts. 


Black cut velvet bag, the pattern 
outlined with bronze beads, from= 
Lujean. Gold kid sandal trimmed 
with black velvet from John Me® 
rino. “Witchery”, elbow - length? 
mitt, in black velvet from Wim 
melbacher & Rice Wear - Right 
Multicolor bead embroidery on) 
belt from Belt Creations. Black¥ 
suede belt studded with rhine 

stones from Vogue Belts. 
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Tuis year you have the chance of a lifetime to promote 
evening accessories with evening shoes. Never have 
they been prettier or more feminine—not, at least, with- 
in our memoory. Never has there been more variety 
in materials and treatments. Brocades are back, some 
of them imported and even some of these reasonably 
priced. Satin is going into its second important Winter. 
Velvet has been launched in evening sandals and occu- 
pies a leading place among bag materials. Lace is being 
used in bags and sandals and gloves. Lace fans are 


Gold kid covered with black 
Manitilla lace, to include heel in 
final design of the “Carmen” 
sandal from Jerro. “Midas 
Touch.” black lace elbow-length 
mitt with gold edging from 
Wimmelbacher & Rice Wear- 
Right. Satin bag covered with 
black lace, top ornamented with 
pearl rings, from Lujean. Con- 
tour belt embroidered in se- 
quins, beads and bugles from 
Belt Creations. 


Sandal in brocade and topaz- 
studded gold kid from Mackey- 
Starr. Brocade bag with im- 
ported frame, gold and pearl 


beads forming the top, from 
Lesco. Gold kid envelope bag 
from Magid. White glace glove 
with gold kid top, American 
Made by Meyers Make. Sequins 
and jet beads in dainty design 
on belt from Belt Creations. 


back in style. And with these materials, in themselves 
so lovely and rich and flattering, there are embroidery 
and ornamentation in jet and bronze and iridescent 
beads. in sequins and bugles and pearls and rhinestones. 
Besides all these new-old ideas and materials, there are 
the classic evening materials, gold and silver kidskin, 
being used alone. together and in combination with 
other materials. with brocade and velvet and satin and 
lace in glamorous accessories as well as in shoes. 
[TURN TO PAGE 64, PLEASE] 








PARIS STYLES 
RIDE HIGH... 


Lavish Use of Fur Is a Style Feature of Boots Made by 











Perugia for the Schiaparelli Fall Collection. Ankle Straps 








and Pumps Are Also Being Featured by Leading Couturiers. 











High kid boot combined 
with elasticized fabric. Shown 
by DORA LOUES MILLER in black. brown, navy and 


bronze. 


Paris style leaders have done much to promote boots this Fall, and 
at least four outstanding couturiers have featured boots with their collec- 
tions of clothes. Dior, Molyneux and Balmain all showed boots, boot 
effects and spats at their openings. These have already been mentioned 
in the Paris report in the September 15 issue. 

In addition to these three important couturiers. Schiaparelli intro- 
duced bcots for the 1948-1949 Fall and Winter season. These boots 
were made for her by Perugia. Although Schiaparelli this season has 
gone in for light shoes. they must still be called boots because of their 
height. In some. elasticized fabric, constituting all of the shoe except 
Monkey fur on short bootee. the vamp and heel and a trimming band in front. gives a very snug 
and flattering fit. These shoes have a reminiscent air, recalling an 
earlier period when boots were the only shoes worn in cold weather 





and, for that reason, fit into the current fashion picture. These fitted 





poots from Schiaparelli’s showing are quite different in effect when seen 
[TURN TO PAGE 61. PLEASE] 














Novel ankle strap in satin 
or kidskin with metal chain 
on vamp and quarter. 





Short bootee with full leop- 


Boot with patent leather vamp and heel 
ard collar. 


and high astrachan top. 
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VOTED MOST LIKELY 


TO SUCCEED FOR SPRING 
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Steed by Selly 





Three that stole the show in the Selby space at 
The Fair, are these TRU-POISE beauties. Their 
tapered, elegant look of fashion is just what 
the apparel silhouette and your customers 
will call for. 
The entire line’s fashion excellence, quality and 
fitting success prove that it pays to feature the 
established brand in demand—TRU-POISE. 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver 
Styl-EEZ e Easy Goers e@ Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture 
Town Walker e@ Ground Gripper e Cantilever) 


Los Angeles Office: 816 HAAS BUILDING 
{ ARCH PRESERVER e ACTIVE MODERNS e TRU-POISE 


Selly Shee STYL-EEZ e EASY GOERS e PHYSICAL CULTURE 
( TOWN WALKER e GROUND GRIPPER e CANTILEVER 
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In the American Way 


BY the time this issue of the RECORDER reaches its sub- 
scribers, a majority of the American people who are 
qualified voters will have definitely determined in their 
own minds who is to be the next President of the United 
States. 

As this is written the candidates and spellbinders are 
making their final arguments, the air is filled with 
oratory, claims and counterclaims echo across the coun- 
try from the headquarters of the various party chieftains 
and campaign managers. All that remains is to record 
by ballot the decision of the people of this, the greatest 
democratic nation of the world. 

In some respects it has been a quiet campaign, marked 
by less excitement and fewer of the sharp differences, 
heated debates, denunciations and recriminations than 
we usually associate with a good old-fashioned Presi- 
dential contest. Perhaps that is because of a widespread 
realization that there are issues in the world today that 
transcend the partisan political differences of any one 
nation, even a nation as important as the United States 
of America. 

Perhaps the relatively quiet campaign was due to a 
spirit of apathy on the part of the people toward this 
year’s political issues and party candidates which was 
mentioned frequently during the campaign and reflected 
in the disappointing registration figures and indications 
of a relatively light participation in the election itself. 
Looking a little deeper into the reasons for this lack of 
interest in what may prove to be in many ways a crucial 
election, one wonders whether the apparent absence of 
enthusiasm may not have had its roots in popular confu- 
sion as to the state of the world today and uncertainty as 
to the roles that political personalities can be expected 
to play in determining the shape of things to come. 
In the case of many people it seemed almost to reflect 
a fear to make a choice in view of the tremendous 
responibilities the next President of the United States 
will be called upon to assume and the effects which 
America’s decisions and action may have on the future 
of men. women and children throughout the world. 

But fortunately the great majority of Americans are 
not faint-hearted. They face their responsibilities man- 
fully and courageously. When this publication reaches 
you they will have formulated their decision according 
to the dictates of their conscience and intelligence. And 
what is equally important they will stand prepared to 
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accept the decision of the majority and carry on for the 
best interests of the nation. 

Along with the rest of the country, the business com- 
munity seems to have taken a singularly calm, detached 
and objective view of this year’s campaign and election. 
Business men have also realized that there are issues in 
the world today that transcend those of domestic politics. 
They understand that the future course of business in 
America and throughout the world will be influenced by 
the manner in which those issues are resolved, whether 
by peaceful negotiation or another resort to armed con- 
flict. They know that upon the developments of the next 
few months in the international situation may depend 
the entire future of American business as far ahead as 
this generation can foresee. 


FORTUNATELY for America there was a tacit under- 
standing between the candidates for the major parties in 
this year’s election that their political debates should end 
at the water’s edge and that the country should speak 
with one voice on the grave international questions that 
confront it. And so we and the entire world have been 
able to know all along what our foreign policies were 
likely to be, regardless of the outcome of the election. 

Now it remains to be seen whether the next important 
step, consistent with this policy, will be taken. and 
whether provision will be made for an orderly continu- 
ance of the broad policies that have, up to now, marked 
this nation’s postwar foreign policy. Assuming that the 
forecasts of most of the political prognosticators prove 
correct and Mr. Dewey is elected, two months must 
elapse before the new administration can assume full 
responsibility for the government. 

It is expected that the men who rule eastern Europe 
and a great part of Asia from the Kremlin will take full 
advantage of the uncertainty and possible confusion that 
may mark the transition from one administration to 
another. They will leave no stone unturned to make the 
changeover as difficult as possible in the delicate field of 
foreign relations. 

During the next two months the bi-partisan foreign 
policy evolved during and after World War II will be 
put to its severest test. It is vitally essential that a 
formula of cooperation be developed that will safely 
bridge the gap and minimize the confusion and inde- 
cision that would otherwise mark this critical period. 
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Fitchburg, Mass., Store 
Celebrates Anniversary 


FITCHBURG, Mass.—Probably one of 
the most unique celebrations of an anni- 
versary in the history of shoe retailing 
was that held here on October 4 by 
William C. Goodwin, Inc., which on that 
date had achieved the ripe old age of 
50. 

Highlights of the celebration, held in 
company’s Main Street store, and at- 
tended by 4000 guests, were the use as 
decorations of locally-painted murals 
depicting scenes in this city as it was 
in 1898; the appearance of store em- 
ployes in costumes copied from those 
worn fifty years ago; mementos of the 
gay nineties including shoe styles of that 
period; the display on a mannequin of 
the wedding dress of Mr. Goodwin’s 
wife when they were married in 1896; 
and a musical program in the store dur- 
ing the afternoon and evening of the 
celebration. The historic shoes, shown 
both in the display windows and the in- 
terior store display fixtures were loaned 
for the occasion by the Vitality Shoe 
Company, division of the International 
Shoe Company, and the George E. Keith 
Company. 

On the following evening William C. 
Goodwin was guest of honor at a dinner 
given by his employees at the Oak Hill 
Country Club at which he was presented 
with a gold watch chain and charm, and 
at which a congratulatory address was 
made by George H. Leach, vice-presi- 
dent of the George E. Keith Co. In 
addition to employees, the dinner was 
attended by many sales representatives 
of manufacturers whose lines are car- 
ried by this well-known New England 
store. 


International to Make 
220,000 Pairs for Army 


St. Louis — International Shoe Co. 
has been awarded a government con- 
tract for 220,000 pairs of Army shoes 
with a dollar value slightly in excess of 
one million dollars. Half of the shoes 
will be produced at the company’s Mar- 
shall, Mo., plant, and half at its Clare- 
mont, N. H., plant. Production will 
start in January and be completed in 
June, 1949. 

The contract is one of three awarded 
International by the government this 
year, total dollar value of which 
amounts to $2,065,658. Production on a 
previous contract for 100,000 pairs of 
the same type of Army shoes, with a 
value of $509,000, is now under way and 
will be completed by March. The com- 
pany is nearing completion of the third 
Army contract which was awarded 
earlier in the year for 108,000 pairs at 
a value of $494,020. 


Apparel Shop Adds Shoes 


DANVILLE, VA.—Rippe’s, feminine ap- 
parel, is opening a new shoe depart- 
ment. 


November |, 1948 


” Die 


PICTURES 











The appeal of both shoes has been increased 
with a rugged heel base, made of Leatherok 
Brand leather fibre. This water resisting mate- 
rial, adds quality to finer shoes and still more, 
reduces the cost of making the shoe. 


Leilhoik Enuntl 


*Reg. U.S. PAT. OFF. 


THE GEORGE O. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 
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Step 


by EDWARD SPASEK 


S HOE PRICES ARE DETERMINED 
BY COST, according to a recent issue 
ef the Tanners’ Council News which 
further points out that “an industry 
must recover its costs to survive; it 
must earn a reasonable profit to re- 
main efficient, to maintain working 
capital and to cover risk... .” And, 
of course, the problem for the shoe 
industry now is to cut costs some- 
where to overcome growing consumer 
resistance, or losses are bound to oc- 
cur. This is easy to say on paper. 
Action is another thing. There are 
many angles and pressures to con- 
sider, and they vary with each situa- 
tion. Yet. there are three obvious 
places where costs can be attacked: 
materials, labor or operating expenses. 
But one segment of the industry can’t 
do the attacking alone. It has to be a 
cooperative action. as suggested by 
Mark A. Edison. president of the 
National Association of Shoe Chain 
stores. in a recent speech. Tanners, 
manufacturers and retailers must work 
it out together—somehow. And they 
can, provided uncontrollable and un- 
predictable events (political. econom- 
ical, social or otherwise) don’t make 
it impossible. If these things happen, 
at least. a certain amount of satisfac- 
tien can be gained from the fact that 
a sincere attempt was made to beat 
the problem. 
= * * 


P AGING THE ANSWER MAN. “No 
two people in the shoe industry seem 
able to agree on what is going to hap- 
pen next.” says Business Week. “In- 
ternational Shoe Company this week.” 
it continues, “reduced its work week 
on men’s footwear to four days. Short- 
ly before. American Hide & Leather 
said it was cutting operations to 80 
per cent of capacity to avoid any fur- 
ther accumulation of inventories. Yet 
shoe production jumped sharply in 
August and September from the July 
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Pertinent Paragraphs on Business Progress, 


Shoewise and Otherwise 


slump, according to estimates com- 
piled by the Tanners’ Council. August 
and September also were substantially 
ahead of a year ago.” 


* * = 


ARE YOU A GOOD MANAGER? 
An editorial in Business Week dis- 
cusses a conversation with the head 
of a large industrial firm about the 
importance of a good manager. This 
executive said that he puts good man- 
agers ahead of finding materials. cus- 
tomers, cutting costs, or anything else 
requiring his attention as a_ chief 
executive of his company. Another 
businessman has set up what he be- 
lieves to be the four major qualifica- 
tions of a good manager. They are: 
(1) Integrity. (2) Courage. (3) Im- 
agination, and (4) Experience. This 
reminds us of a recipe for the success- 
ful businessman offered by Charles 
Luckman. president of Lever Brothers. 
In his cookbook. he must have (1) 
Courage. (2) Ability. and (3) “The 
Breaks.” Still another interesting 
study on this same subject was made 
hy a Monsieur Le Chatelier, a French 
scientist. Being a scientist. he went 
about his study in a scientific way. 
He studied the lives of successful men 
in many professions, compiling in- 
jormation on thousands of them. He 
finally boiled down the results to four 
attributes: (1) Enthusiasm, (2) 
Judgment. (3) Imagination. and (4) 
A Large Fund of Organized Knowl- 
edge. There are the ingredients. Just 
take liberal portions of each. mix well 
and serve when ready. 


* * & 


THERE ARE 21.000 RETAIL SHOE 
STORES IN THE U. S.. according to 
a 1948 estimate by the Domestic Dis- 
tribution Department of the U. S. 
Chamber of Commerce. This report 
also reveals that an average of $67.000 
of business is transacted per store 
annually. and the population per store 


is estimated at 6900. Topping this 
list of the number of retail stores was. 
you guessed it, grocery stores of which 
there are 373,000. But the store which 
did the most amount of business an- 
nually was the Department and Gen- 
eral Merchandise Store. Its total was 
$283.000. 


* * * 


THAT STATISTICAL FACTORY, 
the Chamber of Commerce of the 
United States, is pretty busy these 
days passing out information on this 
fabulous country of ours. Another 
interesting report, recently released, 
tells what the Average American will 
probably spend on keeping himself 
alive. healthy and happy, in 1948. We 
are told that he (what about she?) 
will spend $339 to eat this year—$291 
ior groceries and $48 for meals away 
from home. Most important to the 
shoe industry is the figure of $20 
which is the amount Mr. Average 
American will spend on shoes and 
footwear in 1948. According to the 
release, clothing, housing and taxes 
take by far the biggest chunk of his 
income, with cosmetics and personal 
items. barber and beauty cost, auto 
repair and private education the 
smallest chunk. 


* = * 


THE WORTH OF TODAY’S DOL- 
LAR is fluctuating so much that it’s 
as difficult to catch up with as a 
Mexican jumping bean. But the lat- 
est information is that in terms of 
1939, today’s dollar is worth less than 
60c. for general purchasing. and less 
than 50c. in food purchasing. 


* * * 


PRICES OF SHOES, apparel items 
and various cotton goods constructions 
have weakened because supply has 
caught up with demand and filled up 
the void in inventories that existed for 

[TURN TO PAGE 55. PLEASE] 
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Shoes in the News 


From now on until the end of the year. slippers will 
occupy the spotlight in shoe stores and shoe departments 
all over the country. The reason? Their undeniable posi- 


Bunny Fluff Playettes. scuffs 
of quilted waterproofed 
plastic fabric. in metalli: 
tones of platinum. bronze. | 
gunmetal and pastels. as well 
as white. scarlet. blue or 
black. Collar of white lapin. 





tion as leaders of the items for Christmas giving. Womens 
slippers have long received the promotion and attention 
which enabled them to maintain that position. It is only 
recently, however. that slippers for other members of the 





Scuff for men with interest- 
ing asymmetric treatment. 
{warded the authentic Es- 
quire “Bold Look” seal. 
Vade by Men’s Slipper and 
Scuff Division of Recordia 
Vanufacturing Company. 








family have emerged into the spotlight. Show slippers of 
all types for holiday selling, and watch your cash register 
chalk up many “extra” sales. 

* = * 


ATHLETIC shoes are among those which have a steady 
sale, once a shoe store gains a reputation for carrying a 
good selection of this type of merchendise. Important 
among the athletic shoes for Spring are golf shoes. espe- 


Golf shoe. claimed to be the 
first built on an athletic shoe 
last. by Athletic Shoe Co. 
Oiled waterproof football- 
tvpe sole has steel plate and 
detachable spikes. < hort ball 
line permits the joot to 
come well forward. 





cially those with detachable spikes. Increasing attention 
has been given to providing firm fit and support in the 
shank and instep of these types. in addition to ample reom 
tor the inside and outside ball of the foot. 





Shoe Store Remodeled 


ELKHART, IND.—The Miller-Jones Shoe Store. 203 South 
Main Street, has been remodeled. A three-day formal 
opening was held to celebrate the event. A pair of nylons 
was given to each woman buying a pair of shoes: two pairs 
of men’s socks to each man buying a pair of shoes: a com- 
pact to each growing girl buving a pair: and toys to each 
child customer. 
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EVERY DAY IS | 
SIZE-UP DAY 
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17006 MARK 


8 by GERDA & 
‘ See NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN’S SLIPPERS 


Packed in our New Gerdakins Boxes ” 


Variety and colors plus all ather con- 
struction . just the combination tc 
make your slipper department go over 
in a big way. Prices down— 
Volume up. A wonderful sales 
asset and a gqrand value. 
Order only your pres- 

ent needs NOW. 


Samples and 

Mats on Re- 

quest. Delivery 

at once F.O.B. 
N. Y. 


All Smooth Leather Bootee Hard 
Flexible Leather Soles. Colors: 
Brown, Blue, Red. Sizes: 5-8. 
B-12, 124-3. Regular half sizes. 


$1.90 


302 

Ali Smooth 

Leather Opera 

Hard Flexible 

Leather Soles. 

Colors: Brown, 

_ Red. Sizes 

5-8, &/2-12, 12-3. 

Regular half sizes. 

EXHIBITING: Pittsburgh—Noev. 7-9. Room 475, Wm. Penn. 

Augusta — Nev. 7-10, R . Sheraton - Bon Air. 

Philadelphia — Nov. 14-17, Room 334-6, Ben Franklin. 
New York City—Nov. 28-Dee. 2, Room 1273, Commodore. i 
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GERD FOOTWEAR 
COMPANY, INC. 


GERDAGRAM FOR EXPORT 


158 DUANE STREET, NEW YORK 13, N. Y 











$2 





” Rubber Footwear 
Industry..... 


A SEAL of Contidence 


For over a century, retailers of rubber footwear, have confidently turned 
to GOLD SEAL to fill their requirements. 


Here at Gold Seal we have concentrated all our efforts, all our re- 
sources . . . to be able to supply them with all their rubber footwear 
needs... year in, year out . . seven days a week . . 24 hours a day... 
come rain or snow. 

We are old-fashioned enough to believe that SERVICE is the keynote to 


a successful business. 


Complete catalog on request 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 


Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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CHICAGO STORES PROMOTE 
DRESSY TYPES 


Wirx the opening of the Winter en- 
tertainment and social season in 
Chicago, a good share of retail shoe 
promotion is being directed toward 
the dressier types of footwear. Even- 
ing shoes are coming in for more at- 
tention than they have had for some 
time, and sales have been good in this 
quarter. There has been a lot of inter- 
est in fabrics, including brocades, 
satins, and velvets, with the latter 
especially in demand. Metallic kid 
skin is also selling well. 

Suede leads in dressy types, and is 
selling in all colors and in a variety 
of patterns. Carson, Pirie, Scott & 
Company has featured a sandal de- 
scribed as “Suede-with a tapering toe, 
a closed heel strapped twice across 
the ankle. Perennial favorite for its 
compatibility with simple suits, fes- 
tive formal.” O’Connor & Goldberg 
is showing ankle ties in suede trimmed 
with satin collars and cuffs in black, 
brown, balenciaga, wine, green, blue 
and grey. Joseph Salon Shoes has 
devoted several advertisements entire- 
ly to opera pumps in various adapta- 
tions in suede. Midnight sky navy is 
a promotional color chosen for a suede 
pump by Chas. A. Stevens & Co. This 
same store is also showing “couturier 
suedes—draped, tied, swathing your 
foot sleekly here, sheared away dar- 
ingly there—used as a French dress- 
maker uses fabric.” The French 
theme is also stressed by Marshall 
Field & Co. in pump and sandal pat- 
terns in suede. 

Bronze, although not reaching the 
popularity predicted earlier, is mov- 
ing along steadily, particularly in the 
medium prize range. Black leads in 
color, followed by brown, and with 
good sales in greens and blues. Grey 
has shown increased demand in re- 
cent weeks. One of the outstanding 
color promotions was that of Field’s 
with Damson Plum for wear with 
navy blue and taupe. 

Walking shoes are moving par- 
ticularly well in medium price ranges 
and are receiving some promotional 
emphasis. Carson’s devoted one en- 
tire promotion to medium heels to 
“make a graceful transition betwixt 
the comfort of the casual and your 
formal mood.” The return of crepe 
soles in sport-type shoes has met with 
good response. 
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Men’s shoe promotions are increas- 
ing with the return of cooler and 
wetter weather, with emphasis placed 
on rugged types on heavy soles. 

= * * 


STYLE VARIETY APPRECIATED 
IN PHILADELPHIA 


OnE thing that every retail shoe man- 
agement in Philadelphia agrees on is 
that the variety of styles is one of the 
best helps the shoe salesmen has to- 
day in trying to sell shoes. With the 
ever-present customer who hesitates 
in making a purchase because she 
can’t see exactly what she’s looking 
fer, every shoe store can have, at 
least, sufficiently varied stock with 
which to offer her a selection. Next 
in line for making those sales is the 
variety of heel heights which appears 
to be unlimited here. The most popu- 
lar height here is the new mid-way 
heel which appears in a variety of 
styles and has made a definite show 
of popularity in all designs of dress 
shoes. It seems to be easier to sell 
than the high heel which at one time 
was the only height shown on really 
dressy shoes. 

There is no great splash of color 
here as there was last year at this 





STEVENS 


couturier suedes 














"Couturier suedes" was the way 

Chas. A. Stevens Co., Chicago, de- 

scribed their collection of soft, drap- 
able suede in dress styles. 


time. The leading colors are the 
staple black and brown. Dark green 
suede and some wine are about all 
the colors that seem to be wanted at 
present. Closed toes and backs are 
definitely in the selling picture, but 
this does not mean that open toes are 
completely out, either. Although cus- 
tomers in practically every shoe store 
ere complaining about the snugger fit 
and “hard to get used to” closed 
shoe, the suggested half-size larger is 
being accepted in most cases. Most 
women have a picture of the closed 
shoe as an important part of the new 
look and in keeping with the latest 
fashion, and they want to be part of it. 

It has also been noted that women’s 
taste even in shoes cannot always be 
accounted for. Certain types of 
elaborately styled shoes that 
used simply for display or conversa- 
tion pieces were found to be de- 
manded for actual wear. The answer 
to this, most retailers have found, is 
not to keep any style of shoe hidden— 
every shoe that’s displayed, no mat- 
ter how far fetched the pattern, may 
find a ready customer. 


were 


+= * * 


BLACK AND SUEDE 
LEADERS IN BOSTON 


RETAIL shoe stores in Boston and 
vicinity during October sold more 
lack shoes than any other color and 
more suede than any other leather. 
This general statement, however. 
should be qualified by limiting it to 
dress shoes since casual shoes of 
almost every type have sold not only 
in blavk but in colors, as well, and in 
smooth leather as well as suede. In 
the latter category green and red have 
been good, also brown. 

The process of getting inventories 
in line with sales and ridding stocks 
of lines not carried normally but 
added during the lusher days of the 
past goes on at a fast tempo, and sales 
are numerous. 

While promoting its regular lines at 
regular prices and emphasizing fit and 
durability. the Walk-Over store on 
Tremont Street is selling practically 
every high-heel shoe in its stock at a 
flat price of $6.95. These include 
lizards and alligators, as well as other 
leathers, formerly priced at from 
£9.95 to $17.95. In another window, 
however, during October this store 
promoted the side-saddle tie, chosen 
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by the George E. Keith Company for 
its nation-wide October promotion, in 
green, brown and black and to help 
the sale of which Ernest Monroe. who 
manages both of Boston’s Walk-Over 
stores, managed to achieve the im- 
possible by finding a side saddle of 
the type used by horsewomen in the 
gay nineties. 

High heels, on the other hand, con- 
tinue to sell well in the Solby-Bayes 
store, also on Tremont Street. Par- 
ticularly popular in this class are 
multicolor shoes, sold without inter- 
ference with its regular lines of street. 
dress and semi-orthopedic types. Suede 
has been the best seller to date here. 
as elsewhere. and casuals in colors 


a ~ 
> ~) | 
& gen o 


® 


aS 





have also been good throughout the 
Fall selling season. 

In the Back Bay district, Lamson 
& Hubbard, women’s clothing store, 
has been featuring high-style novelties 
including instep straps of copper- 
colored suede. and ankle straps of 
bronze reptile with platform soles. 

Kay’s-Newport. nearby. has done its 
best business on flats in green. red. 
black and navy at $8.95 to $9.95. al- 
though there has been some call for 
dressier types in smooth leather and 
suede. Patterns include plain pumps 
and slingbacks in a varied range of 
heel heights. Bronze kid also has been 
good. 

In the midtown department store 
area, R. H. White Company. while 
reporting casuals good. reports good 
response to offerings at reduced prices 
of low heel styles of other types such 
as ankle straps in all-over alligator 
at $13.95, sling-backs of the same 
leather at $9.95 and combinations of 
reptile and smooth leathers at $12.95. 

If an average were taken of all 
prices at which shoes are sold. how- 
ever, it would be found that the larg- 
est volume is being done within the 
$8.95 to $12.95 range and that of the 
late Fall buying done by retailers in 
Boston and probably throughout New 
England. 40 per cent has been casuals. 


= = = 


BALTIMORE VOLUME 
HOLDS UP 


V oLuUME of business for September. 
1948. proved to be on a par with and 
better than the same period for 1947, 
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PANDORA 


“Color X—a deep rich plum” was 
offered in Fall shoes in this ad by 
Hess of Baltimore. 





according to reports from buyers in 
Baltimore’s large department stores. 
While the stvle-minded woman has 
accepted the “new look” in shoes— 
closed toe and back and variations of 
strap treatment in the higher price 
brackets, the middle class, conserva- 
tive element is still prefering the 
open toe in opera pumps and plat- 


form soles and heels with medium 
heel. The latter want comfort before 
all else. 


Black suede heads the list in popu- 
larity, with navy. grey, green and 
brown suedes_ following closely. 
Bronze kid is also a good sales item. 

Said one buyer. “Opera pumps and 
ankle straps are running 50-50. I 
understand closed toes are tremendous 
all over the country. I’ve been read- 
ing this, but I can’t see where our 
trade follows this trend. Women come 
in and take opera pumps with the 
open toe. They buy for comfort.” 

Another buyer whose department 
sells shoes in the $16.95 to $19.95 
price range, which he termed middle 
price for his clientele. stated: “The 
closed toe picture is excellent. High 
style shoes are selling well. We are 
promoting open and closed toe flats 
in higher price ranges for the career 
girl and college student and they are 
going exceedingly well. Every week 
we have general store promotions and 
the shoe department fits into that pic- 
ture supplementing other types mer- 
chandise.” 

I. Miller is veering more and more 
toward the new look with black suede 
opera pumps trimmed with the nos- 
talgic cut steel buckles of several 
decades ago. These have been given 
prominence in window displays. They 
have closed toes and Louis heels. 


DEMAND FOR LOWER PRICED 
SHOES IN ST. LOUIS 


HIGHER priced women’s shoes ap- 
pear to be getting harder and harder 
to sell. Shoes retailing above $20 
are not being asked for with the in- 
terest of last year. and footwear rang- 
ing from $15 to $20 also is below the 
demand tempo of a year ago, shoe 
men say. This was predicted by buy- 
ers here at the start of the Fall selling 
season and was confirmed by reports 
of retailers as the season passed its 
peak during the early days of Octo- 
ber. While some salons managed to 
run counter to the trend by heavy 
brand name promotion, most retailers 
expriss the belief that peak prices 
have passed. 

The buyer in one of the larger de- 
partment stores here said that not 
only was there a noticeable resistance 
to high priced shoes; there was a re- 
sistance to anything above $10. Al- 
though this buyer certainly was not 
pleased by this reaction of the fem- 
inine consumer, he pointed out that it 
had made possible an increase in unit 
sales of shoes retailing under $10. 
Over-all units. he added, were behind 
for October. Similar reports of con- 
sumer buying from other downtown 
shoe retailers also were reported, 
with a fairly consistent demand up- 
turn for lower priced shoes. 

While this demand among St. Louis 
wemen for lower priced shoes was 





howe er, 


daily. 
one of the nation’s largest chains re- 
tailing lower priced feminine foot- 
wear was reporting a decline in unit 


gaining momentum 


sales nationally. There were many 
explanations by shoe men for this 
paradox and considerable speculation 
about the future. but little doubt 
about what would continue to be their 
number one seller for the remainder 
of the Fall season—the opera pump. 


BUSINESS PICKS UP 
IN NEW YORK 


New YORK stores. in general, are 
beginning to feel the effects of the 
Fall buying season. Business has been 
picking up gradually the past few 
weeks as more and more women start 
wearing their Fall clothes and are 
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Step by Step 
[CONTINUED FROM PAGE 50! 


so long, according to the September 
National City Bank of New York 
Monthly Letter in an item on whether 
er not prices are stabilizing. They 
go on to say, “As the catching up 
spreads, the price rises will halt be- 
cause the markets will not stand them. 
. . . For both these reasons, the pos- 
sibility that the long price advance 
may be leveling off at last is impress- 
ing itself increasingly on business sen- 
timent and on business decisions. . . .” 
But, warns the bank, “Complacence 
should be avoided.” and that’s always 


good business advice. 
* ¥* = 


THIRSTY? This year 8 billion gal- 
lons of coffee, nearly 7 billion gallons 
of milk, 2.7 billion gallons of beer 
and 1.7 billion gallons of assorted 
soft drinks will be consumed by the 
American Public. These interesting 
figures were recently released by the 
Northwestern National Life Insur- 


ance Company. 
5 * = 


W HAT WOULD HAPPEN IF YOU 
STOPPED ADVERTISING is the title 
cf an article by Daniel Starch, re- 
search expert, in Advertising and Sell- 
ing. This would happen, according to 
Dr. Starch: “(1) Based on a large 
mass of data, 8 per cent of current 
purchases are due to current advertis- 
ing. (2) Based on 22 actual cases, 
sales declined 12 per cent in approxi- 
mately one year when advertising was 
omitted. And (3) according to opin- 
ions of 61 executives, sales would be 
expected to decline 17 per cent if ad- 
vertising were omitted for one 


” 


Weare 2 
* * = 


PROFITS PER DOLLAR OF SALES 
have been dropping for the small 
manufacturer, according to US Vews 
and World Report. Comparing the 
first quarter of 1947 with the first 
quarter of 1948, analysis shows that 
manufacturers with assets of $250.- 
000 and under have found their profits 
slipping from 4.7c. to 2.0c. Those 
with assets of $350,000 to $1.000.000 
from 6.lc. to 4.9c. Those with assets 
of $1,000,000 to $5,000,000 from 7.9c. 
to 6.0c. Those with assets of $5,000,- 
000 to $100,000,000 from 8.0c. to 7.1c. 
But those with $100,000.000 and over 
jumped from 7.8c. to 8.7c. 
* = = 


W INDOW DISPLAYS sell more mer- 
chandise, according to tests conducted 
by Fact Finders Associates, Inc., of 
New York City. In an article appear 
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In shoe and department stores from coast-to- 
coast . . . customers look for the Trimfoot Man. If 
your store hasn’t yet appointed a salesman to 


check Trimfoot stock and make P. M. reports, 
why don’t you ask your boss for the job? You'll 
find being a Trimfoot fitter means extra sales and 
profits for you. Your shoe sales will increase, too! 

Trimfoot Appliances offer quick foot relief... 
yet fit daintily into the smartest shoe. Write to 
Trimfoot today—let the Trimfoot Man from 
Farmington tell you how to bring bigger profits. 


APPLIANCE PRODUCTS DIVISION 


Timafoot? 


¢ 





TRIMFOOT COMPANY - TRIMFOOT TERRACE - FARMINGTON, MISSOURI 


ing in Advertising and Selling, J. 
Ward Maurer of Wildroot Co., says, 
“IT think we can definitely conclude 
that good window displays increase 
brand sales to a greater degree than 
many advertisers imagined. ...” The 
purpose of this study was to determine 
the effect of window dispiay advertis- 
ing upon the sales of packaged mer- 
chandise, and it was supervised by the 
P.O.P.A.I. (Point of Purchase Adver- 
tising Institute) Research Committee 
assisted by the A.N.A. (Association 
of National Advertising) Display 


Committee. Although the survey cov- 
ered only such products as toothpaste, 
hair oil, wax products, lamps, etc., it 
has its meaning for shoe window dis- 
plays. More concrete evidence should 
be available sometime in December 
from the New York University’s 
School of Retailing which is conduct- 
ing a “Pilot-Display-Research Pro- 
gram” to explore the selling power of 
window displays as well as various in- 
terior merchandising presentation 
techniques in shoe stores in several 
cities. 
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Review of H R44 TLxe 


rounding out their wardrobes with 
shoes and accessories for the new 
season. 

Low heel shoes, casuals and more 
formal types, are selling very well. 
Flats which have slumped somewhat 
during the past year in favor of 
slightly higher heels are registering 
more strongly again. These range in 
height from 6/8 to 10/8 or 11/8. 
One medium price style department 
reports up to 40 per cent of its cur- 
rent sales in flats, with 8/8 the most 
popular height. Another store, adver- 
tising medium heels. 18/8 and 19/8, 
reports a good response. 

In casual types open patterns are 








still selling. In fact, one store. carry- 
ing some of the most highly styled 
easuals on the market. gives the ratio 
as 50-50, open to closed. In more 
formal shoes. the pump is still a top 
seller. Some merchants point to the 
fact that there are many kinds of 
pumps with a wide range of treat- 
ments, in many leathers and colors, 
so that pump customers can very well 
make their whole shoe wardrobe a 
pump wardrobe. While black suede 
is number one. some navy blue. some 
brown, cocoa and grey are bringing 
in business. 

Although it is admitted that price 
is a factor in buying habits, retailers 
say that a difference of a few dollars 
does not make so much difference in 
the long run. They make the point 
that a woman will spend that little bit 
more to get what she really wants, 
especially after she has shopped 
around and not found it at a lower 
price. It is admitted, however, that 
the ten to sixteen dollar bracket is a 
very good one in which to be. 


* * = 


DETROIT REPORTS 
BUSINESS UP-TURN 


LAST-MINUTE reports from Detroit 
shoe stores indicate a slight up-turn in 
the business trend, although volume 
in pairage for the past month appears 
to be slightly below the figures for a 
year ago. Retailers were uncertain 
whether this indicated a general busi- 
ness increase or was strictly the an- 
ticipated seasonal factor. 

Noticeable in the past month has 
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been more experiment with shoe pro- 
motion than has been common in 
recent months—typified in some un- 
usual window displays, particularly 
on Fall themes—on the football and 
pigskin line, for instance, and at least 
one early window of Southern styles. 
Newspaper advertising has been more 
distinctive, with emphasis again upon 
style in a more marked manner. 

Style reports here are rather con- 
tradictory this month, with stores re- 
porting surprising demand for both 
casuals and formal types. The black 
suede note that appears to be a local 
trend is also still strong. Emphasis 
upon the brighter colors is waning. 
however, with indications that the 
staples, with brown leading, will be the 
seasonal trend.. A few buyers noted 
a considerable interest. by compari- 
sen with recent seasons, in grey suede 
as possibly indicative of a change in 
pepular favor. Common remark of 
buyers in women’s lines here is that 
the move toward more elaborate or 
dressy shoe types is holding up better 
than was anticipated. 

Retailers are looking forward to a 
very satisfactory season in rubber 
goods. Inventories on this type of 
merchandise are generally at a new 
high, reflecting this optimism. Fae- 
tors involved appear to be: general 
availability of rubbers and galoshes, 
new developments in styles. in the 
latter field particularly, and the logi- 
cal period in the cycle for complete 
replacement of wartime rubber or 
substitute products. 
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R. H. Fyfe & Co., Detroit, featured 

“the magic platform" which does a 

discppearing act as if approaches 
the foe of the shoe. 


With industrial conditions in the 
city more settled than they have been 
in some months, outlook for Christ- 
mas business is favorable. 

Problem of help shortage has again 
come to the fore among shoe retailers. 
There are enough shoe clerks in the 
area, but the more progressive mer- 
chants feel that the caliber of many 
cf the clerks—especially those in 
sinaller stores—is not up to proper 
standards. No replacement policy is 
likely, and little has been done along 
lines of systematic training, but the 
feeling that competent, industrious 
help is needed persists. 


* * * 


DECORATIVE TREND 
SEEN IN MIAMI 


RECENT promotions among Miami 
shoe dealers point to a highly decora- 
tive trend. This is not the garish nail- 
head-and-fancy-bow decorations of a 
short time ago, but a dignified treat- 
ment. particularly in the matter of 
ankle straps. Burdine’s has been using 
“The Victorian” as the general theme 
for all Fall promotions and this about 
covers the entire picture—“Victorian” 
in so far as plenty of detail is con- 
cerned, yet “Victorian” in that there 
is much of dignity in the treatment. 


Black continues to be in high favor, 
with much suede in the top sales 
bracket. Sales have been broken down 
to about this proportion: suede, 70 per 
cent: smooth leathers, 30 per cent. 
Calf and kid are both moving nicely. 
In colors Continental green, a deep 
shade, has taken first place. There 
continues to be a good demand for 


dark red. 








So far not much emphasis has been 
placed on bronze. It may be the dark 
horse that will come forth after the 
first of the year. A number of stores 
are showing a limited number of styles 
in bronze and report some sales. How- 
ever, so far there is no indication that 
there will be the gold rush of °47 vol- 
ume in bronze footwear. 

Among the best sellers might be 
mentioned ladder straps, new and dif- 
ferent; twin ankle straps and the 
ankle bracelet idea. 
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THE FINISH IS JUST THE 
BEGINNING 


Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


A New Formula for Heels 
and Edges 
It's NEW BOSTON HEEL 
& EDGE STAIN 
¢ Better Fill 
¢ Easier Working 
¢ Uniform Color Coverage 
° High Wax Content 
¢ Rich Mellow Lustre 
¢ One or Two Set 


finishes. 
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and the Return of 3 Old 
Favorites 
SUPERFIL NATURAL EDGE STAINS 
SUPERFIL EDGE BLACKINGS 
SUPERFIL HEEL BLACKING OF 
e The preferred pre-war edge finishes. 
© More wax — more fill than other edge 














by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 
There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He's available on short notice. 
Call or write the nearest United branch office. 


WNT EL 
—— 
FIN SHES 


PRODUCTS 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 


¢ We've never sold finer black and nat- 
ural edge and heel finishes. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maxx WUTUT ty and Markets 


St. Louis 


R isING wages and curtailed production make strange 
bedfellows. Seldom do they share their allotted space 
amicably. St. Louis shoe manufacturers are well aware of 
this simple truth. Yet early last month they found both 
clamoring for space in the same bunk. On September 29 
International Shoe Co. announced a cutback to a four-day 
week for 6500 of its workers making men’s shoes. Pro- 
duction of women’s and children’s shoes by International 
was not affected. A few days later, during early October, 
12,000 AFL shoe workers were granted a five cents an hour 
wage increase, effective November 1. 

The International workers affected were engaged in shoe 
production in 10 factories in Missouri and Iliineis. The 
12.000 workers granted the wage increase also were em- 
ployed in Missouri and Illinois by more than 15 manu- 
facturers. In the past higher wages have forecast higher 
prices. While the cutback by International was described 
by a company spokesman as probably remaining in effect 
“only for a few weeks.” the action reveals that Interna- 
tional has produced men’s shoes faster than it has sold 
them. 

Curtailed- production usually has been indicative of the 
emergence of a buyers’ market with pegged or lower prices 
in the offing. Just prior to the Chicago Shoe Fair Inter- 
national confirmed to Boot anp SHor RECORDER a report 
that existing prices on its Spring lines of Vitality women’s 
shoes would be unchanged. The question the St. Louis 
market is asking as this is written is: Does the action by 
International signify the beginning of a trend to pegging 
of prices, or lower prices, despite wage increases? 


New England 


M OST New England manufacturers, back from the Na- 
tional Shoe Fair in Chicago, despite business booked there 
feel that operating conditions which existed prior to that 
important event will continue for several more weeks and 
may even extend into December. In other words, they 
expect hand-to-mouth buying on the part of retailers who, 
for some time, have placed small orders frequently in order 
to achieve the correct balance of sizes. Furthermore, it is 
pointed out, there is little incentive to vlace orders far in 
advance since factories have been geared up to manu- 
facture and ship footwear within three or four weeks of 
the time orders are received. Buying in volume, they think, 
will not appear until much later. 

In this area, the makers of men’s work shoes are still 
busy and so, too, are some manufacturers of men’s shoes 
priced to retail at $10 or under. With some exceptions, 
business is quiet with the higher grade manufacturers. 
Slipper manufacturers are fairly busy, making house slip- 
pers for all members of the family, for sale at retail during 
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the coming holiday season. As evidence of New England's 
favorable situation in the months to come, it is being 
pointed out that the national output of sandals. casuals of 
many kinds, play shoes and slippers has been rising even 
during months when the national production of other types 
has fallen off and that these are the types which, with New 
York, New England is best equipped to produce under 
present conditions. 


Chicago 


CASUALS, which have persisted in working their way into 
most business news stories for the past six months, have 
gained another and firmer niche in the shoe picture. 
Casuals now have become a definite part of the lines of a 
number of Chicago and Midwest shoe manufacturers and 
wholesalers. Many of these are firms which never con- 
sidered this branch of the business before. A large num- 
ber of producers in the middle price ranges are bringing 
out a new and separate casual line for Spring in addition 
to their regular shoes. Several higher priced lines are said 
to be considering a similar move. 

When casuals outsold other types of shoes. it 
garded largely as a seasonal trend in many quarters. How- 
ever, when the trend continued over into Fall. a different 
light was thrown on the situation. Regular shoes did not 
show the sudden spurt in business that was expected, but 
casuals in all price groups continued to sell almost as well 
as during the Summer months. Some manufacturers who 
had previously concentrated on production of casuals for 
preferences in 


was re- 


Spring and Summer sampled customer 
colors and leathers in some 0‘ Chicago's leading shoe de- 
partments and shaped their Fall lines accordingly. Their 
shoes have been moving exceedingly well. and there is 
every indication that the buying of casuals will continue 


into Winter in the very dark colors. One department store 


has already reordered twice on dark black and brown 
casuals. 

Price is probably largely responsible for the popularity 
of casuals, with heaviest buying ranging in the $5.95 to 
$10.95 retail price groups. Manufacturers adding casuals 
to their lines for the first time are pricing them to sell from 
three to five dollars below their regular lines. 

Production of shoes generally has slowed down in this 
area in accordance with consistent high inventories at the 
retail level. Many factories are operating on a four-day 
basis. With excellent slipper business predicted for the 
coming Christmas season, slipper production is lagging. 
Orders in some quarters are running as much as three 
weeks behind, and some lines are completely sold up. 

The general business outlook for this area remains good. 
Chicago’s retail trade should total four billion this year if 
it continues at its present rate, Leverett Lyon, chief execu- 
tive officer of the Chicago Association of Commerce and 

[TURN TO PAGE 64, PLEASE! 
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*% AMERICA’S FINEST 


STYLING makes Fortunes look as if they 


demand much higher prices than $8.95 to $9.95 


—moderate figures customers like to pay. 


* FULL COLOR ADS 


in Collier's and Pic are constantly building the 


prestige of Fortunes, causing greater demand, boosting 


dealers’ sales and profits, season after season. 


* WINDOW DISPLAY 


gives Fortune dealers a variety of colorful, 


inviting, dramatic window panels 


every season. 


* DIRECT MAIL 


AND NEW MATS «cre professionally 


designed for Fortune dealers to boost sales, make 


soles easier. 


—_— 
SHOES FOR MEN 
¢ RiCHLAND-DAVIDSON SHOE CO 


DIVISION OF GENERAL SHOE CORP 
NASHVILLE TENNESSEE 
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Paris Styles 
Ride High 
[CONTINUED FROM PAGE 46] 


on the leg from the slightly draped tops 
at Molyneux. They are shown in bronze 
as well as in black, brown and navy. 
There is also a boot of the same gen- 
eral design but with the entire top of 
black persian fur. 

Schiaparelli makes much of fur in 
her short ankle-high bootees, banding 
them in both leopard and monkey fur. 
She has an evening slipper, shown also 
by Balmain, in iridescent kid or dain- 
tiest satin, which uses two metal chains 
to attach the two sides of the vamp and 
has a similar chain dropping from the 
ankle strap down to back of the quarter 
to encircle the heel. It is understand- 
able why both of these designers have 
elected to show these shoes which give 
glamour to the foot and emphasize the 
ankle. 

Other shoes of interest in the couture 
are pumps in suede with solid quarter 
and toe tip, the entire side in fine 
strands of the suede, seven. on either 
side, giving a delicate openwork look. 
The entire effect of footwear this sea- 
son is definitely of fine, light, glovelike 
shoes, emphasizing the delicacy of the 
foot as contrasted with the platform 
and the rather bulky types which have 
been featured until now. It is also 
worth remarking that, in all of these 
shoes, the heels are high and slender, 
either of the spike or slightly modified 
Louis XV type. Even ski boots show 
a low but well-defined heel as opposed 
to the flat sole effects formerly seen. 





Dr. Schuster to Head 
Foot Health Research 


ROCKLAND, Mass.—Research to pre- 
vent foot troubles of men, women and 
children is being expanded by the Na- 
tional Foot Health Council which has 
been carrying on a foot care program 
for over twenty years. Dr. Otto N. 
Schuster of Washington, D. C., has been 
appointed chairman of the Research 
and Development committee of the Na- 
tional Foot Health Council. The council 
is a non-profit volunteer foot care bu- 
reau which sponsors National Foot 
Health Week and Child Foot Health 
Month to focus attention on the impor- 
tance of foot care for children and 
adults. 

Dr. Schuster is a graduate of Rut- 
gers University, and The First Insti- 
tute of Podiatry of New York. He 
served for several years as Professor 
of Foot Orthopedics at The First Insti- 
tute of Podiatry, was associate chief of 
The Foot Clinics of New York, and di- 
rector of the Children’s Division and 
Research Associate. 

Dr. Schuster is author of the text- 
book “Foot Orthopedics,” and of several 
research papers on Injection Therapy 
for Morton’s Neuralgia, Histamine in 
Chronic Ankle Swellings, New Weak- 
foot Appliances, and is the inventor of 
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Customers Say: 


‘FOOT 
REST 
SHOES 


are a 


JOY 


to work in... 
play in... 
live i 
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THAT'S why the Foot Rest brand name is 
remembered . . . that’s why one pair of Foot Rest 
Shoes is followed by a second and a third. This 
continuous customer demand of Foot Rest wearers 
means money in the bank for K-D Dealers. 


If you would like to add this profitable line 
of popular, *nationally advertised women’s foot- 
wear, better write or wire us at once—perhaps we 
can make arrangements that will prove mutually 
beneficial. 





THE KRIPPENDORF- 






i: 
ye have {| PUTMANN COMPANY Pi 
ie Cincinnati, Ohio FOOT REST Priced at 
$ $ New York Showroom: SHOES $9.95 to $10.95 
in stock! Marbridge Building VE Pe ie Le (a few styles higher) 


“Makers of women’s fine footwear since 1872” 


*NATIONALLY ADVERTISED IN VOGUE, LADIES' HOME JOURNAL, 
GOOD HOUSEKEEPING, COSMOPOLITAN, AND WOMAN'S DAY 





the Calcaneometer for determining heel 
rotation and pronation. 

During the war he was a Commander 
in the U. S. Navy for 5% years, during 
which time he organized the Foot Clin- 
ics at Paris Island and Camp Peary. 
Virginia; developed the research pro- 
gram at the Naval Medical Research 
Institute, and the methods of modifying 
the issue and work shoes to reduce 
dysfunction. 

In an anthropmetric study designed 
toward the development of a new Navy 
last, Dr. Schuster directed foot mea- 
surements of 1500 recruits in relation 


to their shoe design, and later became 
the Technical Director for the Navy 
training film on “Foot Care” and its 
bulletin on shee fitting for the Bureau 
of Supplies and Accounts. 


The National Foot Health Council 
was founded in 1925 by Dr. Joseph 
Lelyveld, its present Chairman. Under 
its program children’s foot clinics have 
been created throughout the country, as 
well as foot clinics in industrial plants 
to prevent fatigue and accidents. Other 
committees of the counci] are headed by 
prominent physicians, orthopedists, pe- 
diatricians, and dermatologists. 
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Sales Increase 35 Per Cent in New Park-Brannock Store 


Because of this new arrangement, shoe 
promotion and the sale of merchandise 
as well as routine operations of this 
store have been considerably improved 
and speeded up. 

The results of this building and ex- 
pansion program have thus far been 
all that the firm anticipated and more, 
according to Charles F. Brannock, 
secretary and treasurer of the com- 
pany. The new store has not only met 
with the enthusiastic approval of cus- 
tomers, who have bought their shoes 
from Park-Brannock for years, but it 
has attracted many new customers to 
its doors. Moreover, it has lifted the 
morale of the sales staff, and in many 
ways has increased their efficiency so 
that the firm is convinced that it is 
dcing a better selling job all along 
the line. 


Operating Since 1906 


The firm of Park-Brannock was 
founded in 1966 by two enterprising 
young shoe buyers, Otis C. Brannock 
and Ernest N. Park, and has grown 
steadily with time. Their new building 
is evidence of their success in retailing 
quality merchandise and their national 
fame for service to customers in prop- 
erly fitting footwear. 

Today, Otis C. Brannock is one of 
the most successful retail] shoe mer- 
chants in the country. He is president 
of Park-Brannock Company and directs 
its merchandising policies. Most of the 
merchandising features incorporated in 
the new store are his ideas. The repu- 
tation of the company, under his direc- 
tion, has been built and maintained by 
rigid adherence to standards of quality, 
proper fitting and the type of service 
that builds customer confidence. The 
proof of his policies is found in the 
fact that sales of the company in its 
former store reached an all-time peak. 
With the added appeal of the new 
building, and the better selling facili- 
ties afforded, this record was passed in 
1947, when a further increase of 25 per 
cent was recorded, with indications 
pointing to another increase of approxi- 
mately 10 per cent over that figure in 
1948. Although these increases are 
based on dollar sales figures, it is a 
gratifying fact that the pairage sales 
have also shown an upward trend. 

Ernest N. Park is also active in the 
Park-Brannock firm, and is in charge 
cf the men’s shoe department. He 
handles the buying of men’s shoes and 
directs the operations of the depart- 
ment. His son, Robert Park, is also 
connected with this department, which 
is building up enviable sales records 
year after year in the men’s branch of 
the business. 

Early in 1900, Park-Brannock estab- 
lished as its policy and goal “the retail- 
ing of shoes with ali the quality refine- 
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ments normally confined to expensive 
custom-made shoes.” They prevailed 
upon the leading shoe manufacturers 
to make shoes the Park-Brannock way. 
Gradually, the craftsmen adopted their 
patterns, shoemaking ideas and quality 
leathers until their shoes reached the 
high standards demanded by Park- 
Brannock. 

The young men felt the need of a 
specialized shoe store for Syracuse and 
Central New York—a store that would 
devote its entire efforts to correct fit- 
ting of shoes and good quality. In 
those days, there were two fittings in 
general use—medium and wide. Realiz- 
ing the necessity of correct shoe fit- 
ting, they put their knowledge and ex- 
perience to work, and developed special 
lasts and patterns in widths from AAA 
to E. The result was the “Varsity 
Shoe” for men and women, which was 
high style in the early 1900’s. This shoe 
combined style, quality and fitting, and 
became extremely popular in Syracuse 
and Central New York. 

Park-Brannock’s first greeting to the 
public in 1906 has been its business 
motto for 40 years: “We expect to 
secure and retain your good will only 
as long as we serve you well. Our busi- 
ness policy insures your entire satis- 
faction with each purchase.” In 1912 
it was necessary to expand and move 
into a larger building at 321 South 
Salina Street where the success of the 
firm continued to grow. 


Stress on Fitting 


To safeguard the standard of quality 
and fitting which became the Park- 
Brannock trademark, every step of the 
manufacturing operation and of fitting 
was carefully watched. Weekly meet- 
ings were held with sales people stress- 
ing the importance of fitting and ser- 
vice. In this way, service and quality 
never wavered. 

The new building is modern from 
top to bottom. Designed by Fred B. 
O’Connor, under the direction of Charles 
F. Brannock, the building is a fire- 
proofed structure of cast stone and 
glass brick. It is windowless, except 
for the street display windows, and is 
air-conditioned throughout. Heat is 
obtained by gas-fired steam. A high- 
speed self-leveling elevator serves all 
floors. The ground level has terrazzo- 
finished flooring, partly carpeted, and 
the other five floors are carpeted over 
concrete. 

Attractive walnut display cases for 
merchandise line the walls of the sales 
departments. On the first and fourth 
floors the walnut is bleached. Mirrors 
are used extensively and the lighting 
is both recessed and directional. 

The men’s and boys’ shoe departments 
are located on the lower street level. 
which is accessible by elevator as well 


as a direct stairway. At the front of 
the street floor is the Accessory Depart- 
ment, and in the rear of this floor is 
the “Fashionette’ Shoe Department 
featuring women’s shoes priced at $6.95 
to $8.95. 

The second floor has the children’s 
department and a department devoted 
to casual and arch-type shoes. The 
“Teen-Age” shop, given over exclu- 
sively to shoes for teen-age girls, is on 
the third floor where low-heel styles 
are always displayed in a rich assort- 
ment of colors and leathers. 

The “Fashion Fourth” is the name 
given to the fourth floor, featuring 
nationally known brands, ranging in 
price from $10.95 to $25.00. A millinery 
salon occupies one section of this floor. 
General and executive offices of the 
company are on the fifth floor. 

The sincerity of Park-Brannock’s 
efforts to fit every pair of shoes scien- 
tifically has been exemplified by the 
development of the Brannock Shoe Fit- 
ting Device. This device, measure for 
accurate shoe fitting, was invented by 
Charles F. Brannock, son of Otis C. 
Brannock, in 1927. It was used in 
Army posts and on Navy training sta- 
tions during World War II. 

Quality, Park-Brannock believes, is 
a forerunner to success. For more than 
two decades, Park-Brannock quality 
footwear has sparked consumer desire 
and acceptance. On such a solid found- 
ation, Park-Brannock looks ahead to 
maintaining its foremost position in 
shoe retailing for years to come. 





Expect Big Des Moines Show 


DEs MoINES—To date there have been 
scheduled 157 lines from various manu- 
facturers which will show at the Fort 
Des Moines Hotel, Des Moines, Iowa, for 
the Iowa Shoe Travelers 51st Spring 
Shoe Show. Invitations to attend have 
been sent to all retailers in Iowa, Ne- 
braska and parts of Minnesota, Kansas 
and Missouri. A large attendance is ex- 
pected at the shoe showing as well as 
at the banquet and dance to be given 
Monday night, November 8, for the shoe 
retailers. 

Election of officers for 1949 will be 
held Saturday afternoon prior to the 
opening of the shoe convention. 


Store in New Location 


New YorK—Murry’s Shoes, handling 
men’s shoes exclusively, is moving to a 
new location at 1155 Broadway, at 27th 
Street. The move was necessitated by 
the fact that the building in which the 
store was formerly located at 1242 
Broadway is being torn down. The 
new store will open around the first of 
November. 
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by Ball-Band...for every daytime occasion 





The complete line of Ball-Band 
Summerettes for 1949 will bring you 
new and brilliant excellence in style, 
fit, fabric and color. They will readily 
sell in rich wardrobe varieties for every 
daytime occasion. They will repeat, 
on a much larger scale, their great 
“‘sell-out’’ records of 1948. Get behind 
them,— go with them into your long- 
est and most profitable Summerette 
season. Mishawaka Rubber & Woolen 
Mfg. Co., Mishawaka, Indiana. 
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Your Ball-Band salesman is now headed 
your way—“With everything it takes.’ 





* “ss “a7 , 7° — 
Ride aiong with the sharpest uptrend in footwear 
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THE “INVISIBLE” SHOE FORM! 
FITS ANY SHOE! FITS EITHER SHOE! 

One form for alli sizes and styles... casuals, high heels, slings, ankle 

straps, etc. Looks like human foot yet does not hide trade mark on insole! 


EASY TO INSERT * GUARANTEED UNBREAKABLE 


$1 5.00 per dozen pair. 
(Orders for six pair or less will be sent C. O. D.) 
See your local jobber or order direct. 


Write for catalog, “MODERN DESIGN ON DISPLAY.” Illustrates individual 
plastic display fixtures. No obligation, of course. 


Representatives in principal cities. Trade Mark registered.* 
$=] 


ROGER KENT COMPANY... Plestics 


N 1 o 
4 event 


Louis 1, Mo. 











C%™CrH 


ready for immediate delivery! 






QUALITY SLIPPERS 
SPECIALLY 
PRICED 


OPERA ...D116...al! gold Dupont opera slipper with 
leather sole. G116 all green capeskin leather. K116 
all black. M116 all royal blue. R116 all red. 1116 all 
brown. MR116 royal blue quarters with red vamps. 
TG116 brown quarters with green vamps. Sizes 4 to 9. 


M widths only, $2.00 net. 


MAIL YOUR ORDER AT ONCE TO 


THE NEVELK COMPANY 


A Division of the Hallowell Shoe Company 
HALLOWELL, MAINE 


BOSTON, 210 Lincoln St. e NEW YORK, 191 W. Broadway e LOS ANGELES, Haas Bldg. 














Manufacturing and Markets 
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Industry, stated recently. In 1947 Chicago’s 50.000 retail 
establishments did $3.7 billion worth of business. compared 
with $1.5 billion in 1939 and $2 billion in 1929, Mr. Lyon 
said. 


New York 


F or the most part. there was a general lull in shoe pro- 
duction in New York factories immediately preceding the 
National Shoe Fair. several high-style shoe 
menufacturers reported that production was operating at a 
normal clip, and in one instance 30 per cent higher. It is 
believed that the recent drop in hide prices will not have ar 
effect on shoe prices. because the drop has not had time 
to be reflected in leather costs. Besides, several manufac- 
turers point out that recent concessions made to labor make 
it impossible to consider price reduction. One manufacturer 
stated that even if the price of shoes could be dropped a 
dollar, it wouldn't in his opinion, necessarily improve the 
market. 

Nineteen forty-nine is expected to be the biggest year 
in casual shoe production by one manufacturer who objects 
strongly to the term “casual.” He believes it’s a misnomer. 
and says it exists only in the minds of the manufacturer 
and retailer, the public having dropped it two years ago. 
He claims that these are regular shoes and are worn as 
such, either in the daytime or evening. The true place of 
the casual, he points out. has been finally recognized by 
the industry as a whole. To emphasize this statement he 


However. 
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added that many shoe manufacturers have been adding slip- 
lasted departments to handle the demand for casuals. Casual 
shoe production is on the way up. even though the present 
period is one of normal letdown. Capacity production is 
expected to be reached in December. But slipper produc- 
tion is already at capacity. 

Black, brown and blue are again reported as the pre- 
dominant colors, with blue continuing te gain in popu- 
larity. A high-style manufacturer said that black and 
Town Brown were coming in strong with patent leather 
coming in on the outside. 


Golden Opportunity to Promote 
Accessories 


[CONTINUED FROM PAGE 45] 


Promotion possibilities are endless since these shoe 
and accessory materials and trimmings can be matched 
to dresses of lamé, satin, velvet and lace. or dresses 
trimmed with these materials. The old rule still holds 
good. however. and you should warn your customers 
not to overdo their coordination planning. They: can 
buy a gold kid shoe. a bag. a belt and a glove, trimmed 
in gold kid. all at the same time. just so long as they 
Give them the 
right idea that it is not quantity but quality that counts. 


don't wear them all at the same time. 


It is the right touch here and here. but not a touch 
there and there and there and there. that makes a 
woman look well-dressed. 
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Ills of the Retailers 


Editor, BooT AND SHOE RECORDER: 

I have just finished reading a recent 
copy of the RECORDER containing a num- 
ber of articles stating the ills and trou- 
bles of the industry from retailers’ and 
manufacturers’ viewpoints. Nearly all 
the evils of the shoe industry, from a 
retailer’s standpoint, can be traced di- 
rectly to one of the four following rea- 
sons, or to a combination of all four: 
1. Laziness on the part of the shoe mer- 
chant. 2. Too much mark-up on his 
shoes. 3. Trying to get by with too 
small a stock. 4. Falling for new hot 
styles and colors that, no doubt, are put 
out for the purpose of stimulating the 
manufacturers’ business. 

Going back to the first reason, I 
would like to know just how many shoe 
retailers change their windows and in- 
terior displays at least once every two 
weeks. Very few do, and as a result 
the windows become dirty and because 
the same styles are displayd by the 
month they lost all interest to the win- 
dow shopping public. 

As to the second reason, markup, I 
have this to say. Because of the in- 
capabilities of the shoe buyer he finds 
that he must get up to 60 and 70 per 
cent markup in order to come out profit- 
ably on certain shoes. If the buyer is 
not qualified to pick styles that sell well 
enough on a 45 per cent markup at the 
most then he is incapable and should be 
replaced. Other buyers are good enough 
to choose styles that sell rapidly but 
many merchants try to get rich too 
quick and sell shoes at triple the whole- 
sale cost, thereby not only losing their 
own trade but also giving the trade a 
suspicious attitude toward any shoe 
store. 

Reason number three states that too 
many shoe stores are trying to get by 
with too small a stock. Here is where 
there will be plenty of dissent fromm my 
views, but frankly I believe that more 
failures can be traced to too small a 
stock than to too large an inventory. I 
know that all the smart store managers 
claim that a shoe store must have 2% 
to 3 times turnover a year, and no doubt 
plenty of stores have 5 times turnover 
and are highly successful. My store is 
highly successful and a money maker 
and our average annual pairage turn- 
over is 1% times. Go ahead and laugh. 

In this city of 6000 I carry stock 
larger than most stores in cities of 500,- 
000. I believe in stocking very heavy 
all staple shoes such as gypsies, work 
shoes, nurses’ oxfords, kiddies’ shoes 
and overshoes. High style shoes are 
just a side line with us, and although 
we do an enormous volume on style 
shoes, I am very worried when a lady 
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@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 


Same, lined, style 12........ 


Full sole student ballet (not illus- 
trated) in black or white kid. 

Unlined, style 11.-......... $1.85 
Same, lined, style 13........ 2.10 


@ New, improved light-weight 
construction, Prima over the toe 
"Master Taps” included, in black 
patent or white leather, style 04. 











* ACROBATIC 
SANDAL 

















"A Zpoat-(Myaleors. te the Vow Gonaration/ 


comes in for a size 44%EEE in a pair of 
Grandma’s running shoes and I cannot 
fit her. If I miss a sale on a 24/8 gold 
kid sandal it doesn’t worry me a bit. 
Also I want every size in 4-buckle over- 
shoes even up to July Ist. If I don’t 
sell ‘em this year I will the next, but if 
a customer wants them July Ist I want 
to be able to fit him. I realize that most 
merchants are very happy tv be out of 
overshoes February Ist, and that makes 
me happy because then I get the busi- 
ness. 

Now as to reason No. 4. I realize 
that the reason new styles, colors, heel 
heights, etc., are promoted by manufac- 
turers is to stimulate shoe business and 


Child's, 814/12, one width. . .$2.50 
Misses’, 1214/3, A & C widths . $2.75 
Girls’, 314/9, AA & B widths. . $3.00 


white or red suede, style 1... $0.65 


PRIMA, Ine. 
705 Ann Street - Columbus 6, Ohio 











@ Acrobatic sandal in fawn, black, 


There is a service charge of 10c¢ per pair 
on orders for less than 12 pairs of a styie. 
Terms — net 30 days. 


*HANDMADE - HAND-LASTED 


not to load the retailers with dead num- 
bers, but that is just what is happening. 
Some merchants buy every new style 
that comes along and in order to come 
out on them they charge exorbitant 
prices, thereby cutting their pairage 
sales considerably and eventually pric- 
ing themselves out of business. Why 
don’t manufacturers choose not over 
three colors and promote them each sea- 
son instead of giving us everything 
from “strawberry roan” te “sandstorm 
tan.” Really it is laughable to have 
several stores promoting the same color 
and each color identical but with a dif- 
ferent monicker. This fault can be 

[TURN TO PAGE 72, PLEASE] 
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Because it provides the utmost in rigidity, 


the Vita-Tempered APEX shank with either Vita-Tempered 


two or three ribs is first choice for work STEEL SHANKS 


shoes and other heavier types of footwear. are Tough, Hard, Uniform 
e Fit like master models 

e Clean, ready to use 

fitted to the shoe manufacturer's run of lasts. e Preserve balanced tread 


And, like all United shanks, the APEX is 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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foe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Buying Cautious at New York Show 





Slippers and Casuals Move Well at Shoe Manufacturers’ Spring 
Opening—Prices Firm but Volume Small on Other Types 


NEW YORK—More than 2000 buyers 
attended the 350 exhibits of the Shoe 
Manufacturers Spring Opening held at 
the Hotel New Yorker, here, from Oct. 
17 to 20 inclusive. Buying for the most 
part was cautious at the show, but was 
steady for certain items like slippers, 
sellers of which did more business than 
could be handled. Prices were reported 
to be firm, with no price cut expected 
this season. g 

Several manufacturers stated that 
buyers were ordering, but not in large 
quantities. This was due, it was felt, 
to a “waiting-to-see-what-will-happen” 
attitude, and to the fact that the buyers 
figured they had enough inventory to 
see them through for a few more weeks. 
One exhibitor said, “There’s been inde- 
cision and indigestion on the part of 
buyers.” On the other hand, some man- 
ufacturers were more than satisfied 
with the show. 

Eugene A. Richardson, manager of 
the show, a man of 30 years’ experience 
in show management, said, “I expect 
that there will be lower prices by the 
first of the year, but nothing drastic, 
for costs make that impossible.” 

Women’s casual shoes played an im- 
portant part in the show. Styles were 
varied, interesting and colorful with 
considerable emphasis on two-tone and 
multicolors. While red, green and some 
yellow received particular attention, 
there was also some gold shown and 
many manufacturers are talking about 
that color with a big question mark, 
awaiting further developments. Some 
are using it in new ways combined with 
one or more other colors. 

One manufacturer of men’s, women’s 
and children’s sturdy cattlehide sandals 
is trimming some of the women’s san- 
dals in green and other colors with a 
gold wedge heel. This low, under-an- 
inch wedge is also something new in his 
line. Another manufacturer is combin- 
ing gold with a very wide range of col- 
ors, including cocoa with which it looks 
very smart. In another line, a wide 
strip of gold had been used to form the 
vamp of an opened-up casual sandal. 
The rest of the shoe was in one or more 
other bright colors. Corduroy was the 
important new material with several 
manufacturers making ballerina types. 
Thin crepe rubber soles were noted as 
especially popular with these. Cork or 
wood covered with rubber crepe 
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achieved a thicker effect used on closed 
strap and tie patterns and also on 
opened-up casual sandals. 

Other highlights in New Yorker 
sample rooms included extra large sizes, 
which one maker of women’s casual 
shoes is showing first in a three-eyelet 
tie. In this instance, the idea of addi- 
tional comfort in highly styled casuals 
had been carried out. In rooms where 
comfort types were being shown the 
trend to smarter comfort shoes was 
noted. 

Other novelties included shoes into 
which had been introduced a 16/8 wedge 
heel; and a 4-in. heel on a style shoe 
with a 2-in. platform sole. Among col- 
orful novelties were a fabric house slip- 
per with the GOP elephant embroiderd 
in multicolors on white and on black. 
A very complete line of sisal play shoes 
with handbags to match or to sell sepa- 
rately were included in a new Mother 
and Daughter series. 





Navy in Market for 
509.580 Pairs 

NEw YorkK—The Navy Purchasing 
Office here has issued invitations to bid 
on 509,580 pairs of black leather ox- 
fords, the largest quantity to be ordered 
this year. 

The schedule set by the Navy calls for 
the delivery of 328,906 pairs at the 
Naval Clothing Depot in Brooklyn dur- 
ing January, February and March of 
next year; and the delivery of the re- 
mainder—180,674 pairs—to the NSC, 
Oakland, California, during the same 
months of 1949. 





Cincinnati Store Uses 
Model to Sell Shoes 


CINCINNATI.—Presided over by Rob- 
ert Nunn, shoe buyer, Jenny’s shoe de- 
partment has been installed in a spa- 
cious hall, with ivory-beige walls, in- 
direct lighting with square lights in 
the ceiling. Red, fabric-upholstered 
chairs are provided for customers and 
a full-time model] gives a walking-view 
of the latest footwear. 

The same department features all ac- 
cessories — millinery, handbags, and 
hosiery. Chairs at the millinery tables 
are upholstered in a pleasing shade of 
green. 


Plans Completed for 
N. Y. State Show 


WATERTOWN, N. Y.—Robert F. 
Dacey, well-known local shoe retailer 
and president of the New York State 
Shoe Retailers Association, announced 
here recently that plans have been per- 
fected for his association’s convention 





ROBERT F. DACEY 


and shoe show, the first of these for- 
merly annual events to be held since 
the end of the war. This will be a 
two-day affair to be held at the Hotel 
Sheraton, Rochester, N. Y., on Nov. 
14 and 15. 

The program calls for the opening of 
exhibits at 10 a. m. Sunday morning, 
Nov. 14, and they will remain open 
until 6 that evening when the associa- 
tion dinner will be held. Exhibits will 
be open all day Monday except between 
noon and 2 p. m. during which time 
there will be a luncheon. 

The Sunday night dinner has been 
planned for managers, slespeople and, 
in fact, all store personnel. The Mon- 
day luncheon is planned primarily for 
executives in shoe stores, department 
and chain stores and specialty stores 
carrying shoes. Prominent men will 
address both gatherings. 





To Open New Store 


OMAHA, NEB. — Milton and Stanley 
Mayper are planning to open their new 
junior department store, complete with 
family shoe department, in November 
at 2562 Leavenworth St. The store was 
burned out in November, 1947, at 206 
North 16th St.. where it had operated 
for 30 years. Since that time the May- 
per warehouse at 2562 Leavenworth has 
been remodeled to provide a sales de- 
partment on the street floor and ware- 
housing on the second. 
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——— Plans for Popular Price Show 





New York.—Leading volume manufacturers and chain store executives discuss 
plans for the Popular Price Shoe Show of America, sponsored by the National 
Association of Shoe Chain Stores and the New England Shoe and Leather Asso- 
ciation, to be held at the Hotel Commodore here, November 29-December 2. Near 


row, left to right: 


Maxwell Field, co-manager; John Foote, 
Stillman, George L. Smith, A. W. Berkowitz, and Mark Edison, co-chairman. 


Myer Saxe, Henry 
Rear 


row, left to right: Edward Atkins, co-manager; Benjamin Seligman, D. W. Herrmann, 
|. M. Kay, Normand P. Liberty, Paul Kleven and Daniel J. Danahy, co-chairman. 





Michigan Retailers 
Collect Old Shoes 


Detroit — Since September the 
shoe retailers of Michigan have been 
doing an outstanding job of getting to- 
gether for shipment abroad the hun- 
dreds of thousands of pairs of used 
shoes which ordinarily clutter up the 
shelves and closets of average homes. 

“Share Our Shoes” is the slogan of 
the Michigan drive which was inaugu- 
rated and sponsored by the Michigan 
Shoe Retailers Association and Detroit 
Shoe Retailers Association. with the eo- 
operation of the Detroit News. Jack 
DeCamp, of East Lansing, chairman of 
the drive for the state association, re- 
ports that some retailers have already 
collected as many as 1100 pairs of shoes, 
even in small towns where such figures 
for one store are far beyond the most 


25, 


optimistic expectations. The drive 
ended October 23. 
Clyde Taylor of Detroit, past presi- 


dent of the state association, also re- 
ports an overwhelming response in the 
Detroit area. In all localities, the prob- 
lem is not how to get the shoes, but 
where to find sufficient storage space 
for them until shipping arrangements 
can be made. 

In spite of the fact that three years 
have elapsed since the cessation of hos- 
tilities in World War II, there are still 
millions of men, women and children in 
the devastated countries abroad who do 
not have even the barest necessities of 
clothing, and the Foster Parents Plan 
for War Children, one of the agencies 
who are doing superb work in Europe, 
states that many millions of shoes are 
needed if adults are to be able to go to 
work and children to school when Win- 
ter comes. 

Outstanding cooperation has been re- 
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ceived from The Detroit News which has 
participated in the drive by contributing 
publicity and posters, under the able 
handling of Ralph Terbille of that news- 


paper. Many other newspapers and 
radio stations in smaller cities and 
towns have also contributed space and 


time to the campaign, and enthusiastic 
reports of cooperation have come from 
local chairmen throughout the state. 





Sees No Price Decrease 
Early in 1949 


St. Louis—James S. Leggy, chairman 
of the board of the St. Louis Shoe 
Manufacturers’ Association, looked into 
the future recently and came up with 
a moderately optimistic prediction for 
1949. 

Production for 1949 will be high, he 
believes. Price reductions for early 
1949 are not in the picture as shoe 
prices today, he points out, are not ex- 
cessive when compared with other com- 
modities. Business will be good, he de- 
clares, for the manufacturer who tai- 
lors his production to the needs of his 
individual retailers. 

Potential income for the shoe indus- 
try during 1949, he says, will be greater 
than in 1948, because of the heavy 
backlog of orders in many industries. 
In describing the St. Louis market of 
1949 he said there will be “less re- 
sistance” and “more discrimination.” 

An interesting comparison of today’s 
prices of shoes and of other commodi- 
ties with prices in effect in 1940, which 
Mr. Legg worked out, showed that 
while shoes had risen in price on an 
average of from 30 to 40 per cent, eggs 
had come up 108 per cent, milk 77 per 
cent, butter 118 per cent, pork chops 
263 per cent and bacon 341 per cent. 





Dates to Remember 


Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30-Nov. 2, 1948 

Annual Shoe Fair, Michigan Shoe Trav- 
elers' Club, Hotels Statler, Book- 
Cadillac and Tuller, Detroit. 

October 31, Nov. 1, 2, 3, 

Main Spring Opening, The Guild of 

Better Shoe Manufacturers, New York. 
Week of Nov. Ist, 

Fall Shoe Show, Pacific Northwest Shoe 
Travelers, Portland and Benson Hotels, 
Portland, Ore. Nov. 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 6, 7, 8, 9, 

Spring Shoe Show Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 7, 8, 9, 1948 

Spring Shoe Show, lowa Shoe Travelers 
Association, Fort Des Moines Hotel, 

Des Moines, lowa. Nov. 7, 8, 9, 1948 

Spring Shoe Show, Indiana Shoe Trav- 
eiers’ Association, Hotel Severin, 
Indianapolis. November 7, 8, 9, 

Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, 10, 1948 

Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 

November 13, 14, 15, 16, 17, 

Shoe Show, Tri-State Shoe Travelers As- 

sociation, Hotel Statler, Buffalo, N. Y. 
November 14 and 15, 

Convention and Spring Shoe Show, New 
York State Shoe Retailers’ Association, 
Hotel Sheraton, Rochester, N. Y. 

Nov. 14, 15, 

Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas City, 
Mo. November 14, 15, 16 

Semi-Annual Shoe Fair, Ohio Shoe 
Travelers Club, Deshler-Wallick Hotel 
and Neil House, Columbus, O. 

November 14, 15, 16, 17, 

Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, Bos- 
ton. November 15, 16, 17, 18, 19, 

Western Michigan Shoe Fair, Michigan 
Shoe Travelers’ Club, Hotels Pantlind 
and Morton, Grand Rapids, Mich. 

November 17, 18, 19, 

Annual Meeting, Tanners’ Council of 

America, Palmer House, Chicago. 
Nov. 18, 19, 

Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bat- 
more and Lankershim, Los Angeles, 
Cal. November 20, 2!, 22, 23, 1948 

Spring Shoe Show, Midwestern National Shoe 
Travelers’ Association, Paxton Hotel, 
Omaha, Neb. Nov. 20, 21, 22, 23, 

Spring Style Show, Southwestern i 
Travelers Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 

November 22, 23, 24, 25, 1948 

Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago, 
Ul. November 29-December I, 

Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotel Commodore, New York. 

November 29-December 2, 1948 

35th Annual Convention and Shoe 

Mart, Middle Atlantic Shoe Retailers’ 

Association, Benjamin Franklin Hotel, 
Philadelphia, Pa. 

January 22, 23, 24, 25, 26, 
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For every fine shoe store and de- 
partment in America there is a cor- 
rect, beautifully designed, sturdily 
constructed Chairmaster setup; fur- 
niture in a wide range of wood 
finishes, upholstered in a wide va- 
riety of materials. Write or wire for 
cataleg and prices. 


INSTALLATION 
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ANNOUNCING 








YOUTHFUL DANCING SHOES 


FOR AMERICA’S DANCING 
DAUGHTERS 4 
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\ { Genuine Patent 
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- 5203 CHILD'S 8/-i2 
N & M Widths $2.55 


5204 MISSES’ 12%/2-3 
, N & M Widths 2.65 


f 5205 GROW- 
Happy dancing shoes for happy dancing feet, ING GIRLS’ 4-9 












scintillating styles to catch the eye and N&M “a 
delight of the heart of every gal from teens } 
thru twenties. Step out this dancing season Taps included 
with Whirlers. with order. 
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q. trade-mark 


MEN'S KID ROMEOS 





Twilight Foot Snugglers 


Good Brown Kid leather 
Good leather sole 

Drill lined vamps 

Brown rubber heels 


#525 


=B-525 Sizes 6 to 12 $2.65 


=B-614 Same in Boys (2!/, to 5) $2.50 
+B-527 First Quality, full $3.35 
Leather Lined—leather insole Sizes: 6 to 12 


Net 30 ¢ Immediate Delivery 


Cy WY, IVI ey Shea (¢ CMPAHY 


41 §. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW 











THONET 


| |TRADEMARKS ) 


ONE PARK AVE., NEW YORK 16, N. Y. ¢ 1698 Merchandise Mart, Chicago, Ill. 
731 South Meeting Street, Statesville, N.C. © Factories: York, Pa.; Statesville, N. C.; Sheboygan, Wis. 
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FOR MODERN INTERIORS 


With its originality of styling and 
superiority of craftsmanship, Thonet 
Furniture meets the most exacting 
requirements for attractive new 
interiors. A leader in the manufacture 
of furniture since 1830, Thonet is 
known for its fine Bentply as well as 
Bentwood furniture. 

Additional information will be cheer- 
fully furnished through established 


dealers in commercial furniture. 
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Gift slippers for the holiday trade were effectively displayed last year in this 
tasteful but inexpensive setting at the Halle Bros. store in Cleveland, Ohio. 


CLEVELAND, O.—The Halle Bros. Co., 
in Cleveland, finds it worth while to 
make slippers part of the holiday pro- 
motion by means of this small but ele- 
gantly charming slipper bar adjacent 
to the main shoe department. 

For the 1947-1948 season a section of 
wall space between two department exit 
doors was papered in a neutral but 
modern rose and buff plaid. A display 
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case was set between two counters and 
two additional groups of glass shelving 
were modernly based and were used to 
“contain” the temporary space assigned 
to the bar. Decorative wreaths in gold 
flanked by dark green lettering called 
attention to the location of the display, 
and a drop valance edged, in keeping 
with the holiday season, with bright red 
Christmas-tree ball ornaments, united 





the whole. 

By means of this simple but suave 
set up, gift slippers were made to at- 
tract special attention and sales were 
stepped up to a gratifying total, so that 
it is anticipated that the slipper bar 
will become a standard part of the holi- 
day selling program. By thus concen- 
trating the customers’ attention on slip- 
pers, and providing comfortable chairs 
for those who may wish to be fitted, 
patrons could buy without confusion 
even in the midst of the holiday rush. 

This house also gave particular atten- 
tion to children’s slipper selling in its 
newly remodeled children’s shoe sec- 
tion. Here, long recessed niches gay 
with decorations of candy canes and 
Christmas stars, tiny “footlight” can- 
dies and lengths of green frosted gar- 
lands, made bright showcases for all 
sizes and styles of children’s slippers. 

In both of these holiday displays the 
leather slipper predominated, supple- 
mented by a careful selection and lim- 
ited number of allied or combination 
items. And in both displays the charac- 
ter of the Halle Bros. Co. was main- 
tained. 





New Store Planned 

BuFFALO, N. Y.—A business name 
has been filed in the Erie County clerk’s 
office for Frank’s Shoes, 1082 Broad- 
way, Buffalo, by Edward Frank Bad- 


zinski. 
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MASRA Plans 
Big Banquet 


PHILADELPHIA — The Management 
committee of the Middle Atlantic Shoe 
Retailers’ Association held a meeting 
on Oct. 11 at the Benjamin Franklin 
Hotel, here, for the purpose of deciding 
on changes in the 35th annual shoe 
show that will make this event still 
more interesting than it has been in 
the past. The show is scheduled for 
Jan. 22-25 at the Benjamin Franklin 
Hotel and already the percentage of 
rooms reserved by exhibitors is greater 
than it was last vear at a later date. 

For the past 35 years, the shoe in- 
dustry has come to look forward to the 
M.A.S.R.A. shoe mart as representing 
the various branches of the industry in 
one of the best balanced shoe shows of 
the East. Manufacturers and whole- 
salers known to every shoe store dis- 
play the latest in footwear while buyers 
representing shoe stores throughout 
the East and South come to spend part 
of the four-day convention to learn 
what is new and profitable. 

Visitors have always looked forward 
to the Monday noon speakers’ luncheons 
at which time well known trade au- 
thorities have given information of real 
value to retailers. “We have done a 
good job in the past with our speakers’ 
luncheons but now we want to make 
changes and do a still better job,” said 
John Dunn, president. 

Therefore, the Monday noon luncheon 
has been abandoned in favor of a ban- 
quet on Monday evening. At this affair 
there will not only be speakers bearing 
important messages but light entertain- 
ment that will be welcomed by shoe 
buyers and exhibitors. 
for the banquet will be made by the 
newly formed Speakers’ and Entertain- 
ment committee. This new arrange- 
ment will make it possible for Monday 
to be a strictly business day without a 
luncheon interruption. 

A new committee appointed is the 
Legislative Committee, with Reuben 
Gordon as chairman, which will repre- 
sent the trade at Washington when it 
is deemed necessary. Another new 
group, the Auditing Committee, will 
supervise the association’s finances. 

Members of the board of directors 
present at the meeting were John 
Dunn, president; Cal J. Mensch, sec- 
retary; Stanley Berger, Dave Kreider, 
Murray Rolfe, Harry Snayberger, 
Jerome Lutzky, I. C. Smashey, W. K. 
Hartzell, Reuben Gordon, E. R. Hunts- 





berry, Clarence Heyde and S. B. 
Pomerans, both of Boot AND SHOE 
RECORDER. 

WCSTA Hears How to 


Combat Communism 


Los ANGELES, CALIF.—‘‘We are now 
in the midst of a serious conflict involv- 
ing two ideologies, and whoever the 
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Definite plans 








CLINCH FIRST SALE 





AND REPEAT SALES ~ 
Y KISTLER SOLE LEATHER 





improving 


on all. 





{STRONG FIBRE STRUCTURE 
THOROUGHLY TANNED 
{UNCOMMONLY FINE GRAIN 
UNIFORM RICH COLOR 
FLEXIBLE IN ALL IRONS 
MOISTURE RESISTING 
FIELD-TESTED FOR WEAR 
QUALITY MAINTAINED 














Don’t underestimate the value of this fine sole 
leather in widening your circle of regular customers, 


volume on total sales. 


KISTLER SOLE LEATHER 


For Men's, Women's and Children's Shoes 


differs from ordinary sole leather as a porterhouse 
steak differs from bottom round. The former is good } 
beyond dispute. 
doubt. If you stress store service—shoe fitting—shoe 
style—shoe comfort—shoe wear, then clinch the first 
sales and repeat sales with Kistler Sole Leather 
helping you. 
Ask us where to buy street, dress, sport, work and orthopedic shoes, 
cote 5¢ 


dollar volume turnover, and the profit 


It can have a favorable effect 


The Balanced Bark Tannage 





About the latter you are always in 


y boots and lumbermen’s shoes bottomed 


with Kistler Sole Leather 











LEATHER COMPANY 
ESSEX STREET, BOSTON 11, MASS 





victor is depends upon how we of the 
United States make democracy work. 
We must educate ourselves sa well as 
the rest of the world in the evils of 
Communism along with the good things 
about the United States.” 

So said Congressman Richard M. 
Nixon in his address to the West Coast 
Shoe Travelers’ Associates at a recent 
meeting. He also stressed the fact that 
wherever there is a Communist there is 
a potential traitor, and regardless of 
whether or not there are any convic- 
tions, it is important that the public 
know of these conspiracies. 





Newly elected members of the 
WCSTA are: Pete Rossi, Virginia Shoe 
Co.; L. R. Shep, president of Lambkin 
Products; Hanford L. Smith, Endicott- 
Johnson Corporation; J. W. Carlson, 
King Shoes, Inc.; Charlie N. Fluhr, 
Connolly Shoe Co.; Thomas J. McIner- 
ney, U. S. Rubber Co., Los Angeles 
office; Sam A. Beeson, Dunn and Mc- 
Carthy, Inc. 

Recently opened offices in Suite 420 
in the Haas Building are those of Virgil 
L. Casey of the Wohl Shoe Co.; and 
Walter W. Allen of the Bluff City Fur- 
niture Mfg. Co. 
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TRADE MARK 


TRANSPARENT SHADES 
protect your valuable window 
displays from sun-fading—give 
you unequalled “Sun Protection 
plus Visibility” for more sales 
and greater profits. 


SEE THE PROOF? 





MAIL coupon for generous test samples 
of Infra-Chem in popular colors and new 
colorless... 

TEST Infra-Chem in your windows in bright- 
est sunlight... 

SEE how xnprotected material quickly fades 
to a costly sunburn loss! 

JUDGE for yourself how Infra-Chem pro- 
tects material from sun damage — keeps 
valuable displays safe and fully salable! 


MAIL THIS COUPON TODAY 
Yes, mail me full information, plus test samples. 


I want to see Infra-Chem’s amazing “Sun Pro. 
tecuon plus Visibility’’ for myself! 

















| 

I 

Nome Position | 
Store Name | 
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an P. O. Box 2135, Dept. 5L 
Teminal Annex, Los Angeles 54, California 
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Spring Lines Opened 
At Shoe Fair 


[CONTINUED FROM PAGE 35] 


ation. To maintain profits in 1949, 
many retailers are convinced that it 
will be necessary to secure every pos- 
sible price advantage. 

To conserve buyers’ time, free bus 
service was provided with fast trans- 
portation schedules between hotels. 

The National Shoe Retailers Asso- 
ciation conducted the registration of 
retai] buyers. Registration desks were 
set up on ail exhibit floors in the 
Palmer House, The Stevens, Morrison 
and Congress Hotels. plus the exhibi- 
tion hall (4th floor Palmer House) also 
mezzanine floor at the Morrison Hotel. 

Over 100 displays were on review in 
the exhibition hall of the Palmer House. 
These exhibits included products of par- 
ticular interest to manufacturers, as 
well as services, merchandise and pro- 
motions useful in retail shoe stores. 

Introduced for the first time at the 
Fair was an educationa! exhibit spon- 
sored by the National Sh-> Retailers 
Association and National Shoe Manu- 
facturers Association, the Textile Color 
Card Association and the Tanners 
Council. The exhibit coordinated colors 
and leathers that will be predominant 
in Spring shoes. The display was promi- 
nently located in the exhibition hall 
of the Palmer House. This new feature 
of the Fair was favorably received by 
retailers and manufacturers. Retailers 
were able to return to their stores 
equipped with information relating to 
leathers and color that should prove 
helpful when transmitted to salesmen. 

The Expense Control and Store Man- 
agement Clinic and the Store Moderni- 
zation Clinic were held on Monday, 
Tuesday and Wednesday in the exhibi- 
tion hall, Palmer House. A receptionist 
made appointments for retailers. Those 
interested in either of these educational 
features could consult the business spe- 
cialists without obligation or cost. 

Recognizing the importance of the 
National Shoe Fair, arrangements were 
made with the United States Depart- 
ment of Commerce to participate with 
a display of its marketing information, 


statistical data and publications that, 


proved beneficial to all visiting retailers 
and manufacturers. Members of the 
department were in attendance for con- 
sultation with business men in the shoe 
industry. The U. S. Department of 
Commerce display was in the exhibition 
hall, fourth floor, Palmer House. 
Employment conditions, wages, man- 
ufacturers’ orders, shipments, inven- 
tories, consumer expenditures and other 
information of vital importance to both 
shoe manufacturers and retailers was 
contained in such Department of Com- 
merce publications as the Survey of 
Current Business and Boot and Shoe 
Industry Statistics. Members of the 
shoe industry were interested in such 
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Potents 
Pending 


9 ° COMMENDED 
White Elk Sizes 1 to § 
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R. J. POTVIN SHOE COMPANY 
Compello Station 


BROCKTON + MASSACHUSETTS 


specialized reports issued by the de- 
partment containing basic information 
sources on Shoe Trade and Industry, 
Leather Industries, Work Sheet for Es- 
timating Initial Capital Requirements 
for Establishing a Shoe Store, Operat- 
ing Ratios for Shoe Stores, etc. 





Letters to the Recorder 
[CONTINUED FROM PAGE 65] 


handed directly to the tanners. 

All in all, here I sit in a shoe store 
with 45 years behind it, doing every- 
thing but what the experts tell me to 
do, but smug with satisfaction because 
I am making a little profit regardless 
of the fact that I am not following the 
blueprint for successful shoe stores, and 
happy over the fact that for 45 years 
we have never had a year that did not 
beat the preceding year, both in pairage 
and dollar volume. 

Sincerely, 
A. E. Viola, 
Viola & Sons, Abilene, Kansas. 

P. S. I forgot to menticn that while 
I have a couple nationally advertised 
brands in our store, I do not believe in 
national advertising. I do not have one 
customer in a week asking for an adver- 
tised brand, and also I do not want to 
add the $1 or more per pair lug that 
national advertising adds to a pair of 
shoes. 
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Big Attendance Expected 
At Southeastern Show 


AuGUSTA, GA.—The largest buyer at- 
tendance on record is expected on Nov. 
7, the opening day of the four-day show 
being held here at the Sheraton Bon 
Air Hotel under the auspices of the 
Southeastern Shoe Travelers, Inc. E. M. 
Cousins, executive secretary, reported 
recently that even before buyers had 
been apprised of the number of lines 
to be on display, there were advance 
reservations in large numbers and that, 
since that time, applications for rooms 
had been received in such numbers as 
to indicate an over-flow. ‘And this,” 
he said, “does not include approximate- 
ly 150 to 260 retailers and buyers who 
will drive into Augusta each day from 
points within 100 miles of this city.” 

Retailers unable to secure accommo- 
dations at Augusta hotels will be cared 
for in rooms in private homes, an 
arrangement made possible by the 
generosity of home owners working 
with the Chamber of Commerce. 


Annual Banquet a‘Feature 


“We are proud that such a large 
number of representative manufac- 
turers have decided to have their rep- 
resentatives at this advance Spring 
showing,” said Association President 
L. A. Garland recently. “It will con- 
tinue to be our aim to make these 
regiona] Southeastern shows better and 
better for the shoe dealers of the 
Southeast, and whether or not we re- 
turn to Augusta in 1949, we will be 
‘on the beam’ in some Southeastern 
city.” 

Highlights of the show will be the 
annual banquet, general business meet- 
ing and election of officers to be held 
on the evening of Nov. 6 at the Shera- 


ton Bon Air Hotel; and the smorgas- ~ 


bord luncheons on each day of the show 
at which retail shoe dealers, their buy- 
ers and wives will be guests of the as- 
sociation. 


NESLA Sponsors Course 
For Shoe Executives 


Boston—“The New England Shoe 
and Leather Association is sponsoring 
for the fourth consecutive year a spe- 
cial training course for shoe and 
leather executives employed by membe? 
companies,” according to Maxwell 
Field, executive vice president. “This 
course on ‘Work Simplification and 
Methods Improvement’ is being pre- 
sented at Boston University Evening 
College of Commerce, and will consist 
of 18 lectures held on Wednesday eve- 
nings.” 

The association’s Shoe Executives’ 
Training Committee includes in its 
membership the following: Daniel J. 
Danahy, chairman; Kolman Fleisher, 
Stanley Heald, Robert Nelson, Charles 
Slosberg, H. S. Freedman, and Maxwell 
Field, secretary. 
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ANNOUNCES 





These new Footholds are 
molded in one piece and 
designed for maximum ser- 
vice, comfort and light- 
ness. They “SNUG FIT" an 
amazing range of sizes and 
styles including many plat- 
forms. They are made of a 
long-wearing natural rub- 
ber compound in black or 


The growing "SNUG FIT" 
line means extra profits for 
you and extra satisfaction 
and value for your cus- 
tomer. Few sizes mean 
small inventories and sim- 
ple fitting for quick sales. 
Order a stock of “SNUG 
FIT" Clogs, Sandals and 


natural pure gum. 


=1 size for shoes 31/2 to 6 


=2 size for shoes 6 to 9 


Footholds from your 
“SNUG FIT" distributor to- 
day. Write us for his name. 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 189% 





Marshall Field Executive 
Is Promoted 


CHiIcaGo—Paul M. Hammaker, assis- 
tant general merchandise manager of 
apparel and accessories for Marshall 
Field & Company, has recently been 
made a division vice president of the 
firm, Hughston M. McBain, president, 
announces. 

Mr. Hammaker began his career with 
Amos Parrish & Co., after graduation 
from the University of Illinois. He 
then spent 11 years with Montgomery 
Ward & Co., and came to Field’s in 


RAHWAY, NEW JERSEY 


1943. Before taking over the apparel 
division, he had been merchandise man- 
ager of the fourth floor and half of the 
fifth. 


New Shoe Buyer Named 


CHARLOTTE, N. C.—Elbert Carroll, 
formerly manager-buyer of the shoe 
department of J. O. Jones, Inc., has be- 
come associated with the Tate-Brown 
Company as buyer of men’s shoes. At 
one time Mr. Carroll was a member of 
the retail organization of Nunn-Bush 
Company, New York. 
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Exhibiting: 


Nov. 7-10 
Reem 415, Sheraton-Bon Air 
Philadelphia Nov. 14-17 
Room 334-6, Ben Franklin 
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Smooth Leather 
Uppers. Electrified 
Shearling Lining. 
Soft, Leather Soles 
to match. Full sizes 
—5 to 12. Colors: 
Red with White 
Trim, Blue with 
White Trim. 


$1.99 


Samples and 
Mats on Re- 
quest. Deliv. 
ery at once 
F.0.B. N. Y. 


New York City Nov. 28-Dec. 2 
Room 1273, Commodore 


PENNEY’S wants 


TOP-NOTCH 
SHOE SALESMEN 


Shoes are an important part of our business. 
You can sell Penney’s shoes with confidence. 


Men who qualify will start as salesmen and 
be given every opportunity 
ment. There are opportunities in other 
lines too. We are looking for men: 


for advance- 


@ 21 to 30 years of age 

@ High school education at least 
@ One year of experience at least 
@ Willing to locate in other cities 


If you are interested—write AT ONCE 


giving experience and qualifications. 


H. K. Pemberton 
Personnel Department 
J. C. PENNEY COMPANY 
330 West 34th St. 


New York City 1. N.Y. 








Charleston Store Celebrates Anniversary 





Shadow boxes well up on the side walls, above the open stock, attract atfention 


in the Globe Shoe Store, Charleston, S. 


CHARLESTON, S. C.—The Globe Shoe 
Store, 279 King Street, Charleston, cele- 
brated its silver anniversary by re- 
modeling and modernizing. Special fea- 
tures include a spacious glass front, and 
a terrazzo design in the entrance, done 
in four colors picturing the globe. In- 
terior improvements include a soft plush 
carpet, wall paper, and shadow boxes 
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c. 


in the wall, all in harmonizing colors. 
The display window backgrounds 
were hand painted in oils by a New 
York artist, Herbert Nowitzky. One 
background depicts the famous bridge 
scene at the internationally known Mag- 
nolia Gardens, only 14 miles from 
Charleston, and the other background is 
an original of the “Globe Work Shop.” 


These two backgrounds have been given 
much newspaper publicity. 

In completing its first twenty-five 
years of business, the active manager- 
ship of the store will be handed down 
from father to son. Charles Ellison, 
founder of the firm, who has been sell- 
ing shoes for more than thirty-five 
years, will continue to act in an advi- 





ARNOLD D. ELLISON 


sory capacity and also as buyer, while 
turning over the daily operation of the 
store to his older son, Arnold D. Elli- 
son, who has been associated with his 
father for twelve years. 

The Globe caters to women and chil- 
dren exclusively, selling shoes at from 
$5.95 to $12.95. 
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No. 1512 White Elk 
Military Boot 

No. 1522 Brown Elk 
Military Boot 
2-6 
6'/2-9 

2-12 





Order 
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No. 5702 White Eijk 
Majorette 

No. 5722 Brown Elk 

Mojorette 

4-6 

6'/2-9 

M/2-12 






IMMEDIATE 
DELIVERY. For complete price 
list and selection of styles write 
Dept. B for catalog. 


for 


STURDY PRE-WELT CONSTRUCTION—FINE QUALITY SHOES 


CORING real gains for alert 
shoe men! 
beauty of these outstanding styles. Our 
craftsmanship guarantees EXTRA con- 


struction values. 
that’s hard to beat. 





Te A.S.KREIDER CO. 


Lebanon - Pennsylvania 


Mothers love the 


A natural combination 







No. 5992 Brown Elk 
Combat Boot 
6/2-9 $2.35 
Wa-12 2.90 














Sales of Leather Continue Spotty 





Improvement Noted, However, in Calf and Kid as Manufacturers 
Place Small Orders at Frequent Intervals. 


CHIcaGgo—Leather prices are gradu- 
ally backing up and leather sales con- 
tinue spotty. Most any way you look 
at it, the leather business could he bet- 
ter. Operations have been curtailed in 
a number of tanneries, and there have 
been reports of temporary shutdowns 
at some plants. Shoe factories, too, 
have reduced their production schedules 
in some instances. Over-production, 
accumulating inventories, and various 
other reasons are given as the cause 
for the “let up,” but they all add up 
to the same thing—less demand for 
shoes, and consequently less demand for 
leathers. 

The brighest spot in the leather mar- 
kets centers around two items—calf 
and kid. These upper leathers are 
showing some improvement as far as 
trading is concerned. There are favor- 
able reports of reorders on kid leathers, 
and while volume business is lacking, 
sales are steady, with a fairly good per- 
centage of repeat orders appearing on 
the books. As a matter of fact com- 
mitments are smaller, but they are re- 
peated more often. There is no change 
to speak of in kid leather prices. They 
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have held firm for several months past. 

Women’s grains are now getting a 
fair call in the calf leather section of 
the industry. One of the largest buy- 
ers of calf leather in America said re- 
cently that orders for the better grades 
of calf leathers are not being filled as 
quickly as they were even a month ago. 
He is of the opinion that tanners are 
more cautious about production, or, bet- 
ter still, over-production. They are 
apparently patterning after shoe manu- 
facturers who are also working fairly 
close. As compared to the demand for 
women’s weights, men’s weight calf 
leathers are in moderate demand. 
Prices haven’t changed very much. 
Women’s weights are still wanted from 
85c to 95c, and now and then women’s 
weight calf leather of top quality 
brings up to $1.00. However, much 
more leather sold under a dollar 
than over it. Men’s weights sell all 
the way from 87c to $1.07, but the de- 
sired selections are generally quoted 
from 96c to $1.07. Tanners are less 
anxious to shave a cent or two from 
these prices than they were in mid- 
October. This is undoubtedly due to 


is 


the fact that there has been a sizable 
sale of calfskins on the rawstock mar- 
ket this month at steady prices. 

Whatever has hit the sole leather 
trade, certainly business could be bet- 
ter. New business is not what it was 
expected to be. Cutters are working 
only part time in some plants, and 
many shoe factories are buying only for 
their immediate needs, in other words, 
strictly on a replacement basis. Just 
as shoe plants have cleared their floors 
of stocks, so have tanneries reduced 
their leather inventories. In fact, in- 
ventories are fast disappearing. Now 
is the time when finders ordinarily are 
buying for their big season. Instead, 
some sources report less buying inter- 
est in findings than there should be at 
this time of year. The turnover is 
comparatively lightgand inquiries are 
far from what they should be. 

Heavy bends are still very much 
wanted at 66 to 67 cents, but there is 
less call for medium and light bends. 
The mediums are offered up to 67 cents, 
but more sell for a penny or two less. 
Lights are readily available with a 
price range of 67 to 69 cents. One of 
the surprising things on the Midwest- 
ern market is the fact that offal has 
been moving better. Steer bellies bring 
36 to 37 cents, and cow bellies 35 to 
36 cents. There has been more call 
lately for double rough shoulders from 
5& to 60c, and single shoulders are 

(TURN TO PAGE 86, PLEASE] 
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Retailing at Popular Prices 
New Style Catalogue . 
PARKHILL SHOES, Fitchburg, Mass. 








Nationally Advertised in Leading Fashion Magazines 


Write for 
- Dept. B 





improvements is designed for two purposes—to assure . 


foot health and to increase and speed up shoe sales. 
New X-Ray mechanism including 3-ray penetration 
for every foot thickness plus innovations in the cabinet 
itself—lower step, wider platform, compact size to 
save valuable floor space and new, modern style and 
beauty- make PRI MEX your most effective sales help. 
Shoe dealers everywhere say there is no comparison. 


For full particulars write 


EQUIPMENT CO. 
135 So. La Salle Street 
Chicago 3, Illinois 
BS-11-A 


Palle 


AMERICA’S NEWEST CASUALS 


Style plus Comfort 


*IMPORTED, HAND CROCHETED ITALIAN RAFFIA 
*NEOLITE EVERLASTING SOLE 
*COMPLETELY LINED *STITCHED DOWN 


BOUGHT AS A PLAYSHOE @ WORN AND ENJOYED 
AS A WHOLE DAY SHOE 


For descriptive folder, write to 


FLORENCE IMPORTING COMPANY 


Sales and Showroom Office, 521 Fifth Avenue, N. Y. 17 


Mu 7-5632 


About Shoe People 


Charles F. Johnson, Jr., vice-president 
and general manager of the Endicott- 
Johnson Corporation, will become an 
honorary member of the Johnson City 
Junior Chamber of Commerce this 
Winter. Award of the honorary mem- 
bership to the industrialist was an- 
nounced by Walter Whitman, junior 
chamber president. It will be presented 
to Mr. Johnson as the highlight of the 
organization’s annual initiation dinner 
dance. Mr. Whitman said the honorary 
membership was ®eing given to Mr. 
Johnson in recognition of his “outstand- 
ing service to the people of this area.” 

= * = 

Al Ferra has recently opened a dis- 
tinctive family shoe store at 1763 W. 
95th Street. Chi-ago. His father has op- 
erated a shoe repair shop in the neigh- 
borhood for years. 

= 


* * 


John Heath, who has managed the 


Montgomery-Ward store in Marysville, 


Kan., for the past two years since his 
return from the service, has been trans- 
ferred to Tyler, Texas, where he will 
manage a Montgomery Ward store. Re- 
placing him in Marysville is F. J. Wiley, 
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St. Joseph, Mo., who has been with the 
company since 1945. He was assistant 
manager of the St. Joseph store. 
= x x 
Monte Melvold, formerly manager of 
the McKay Shoe Co. of Sacramento, 
Cal., and his wife, Edna Melvold, have 
opened a new store here under the name 
of Melvold’s, carrying a comp’ete line 
of ladies’ apparel, shoes and accessories. 
Mrs. Melvold was formerly assistant 
manager and merchandising manager 
for Magnin’s in Sacramento. 
* cs ~ 
Robert Appleby has been named the 
new assistant manager of the Sears- 
Roebuck store in Iola, Kan., succeeding 
Owen Joggerst, who has been trans- 
ferred to the store at Pueblo, Colo. 
Appleby has been with the company 
about two years, and was with the 
Sears’ store at Salina, Kan., before be- 
ing transferred to Iola. 
= = = 
Joseph L. Feldman has recently re- 
signed as sales representative for the 
Wohl Shoe Company, having traveied 
the Indiana territory. He is now recu- 
perating following a recent operation. 


Kenneth Hird has been promoted from 
shoe sponsor to assistant buyer of shoes 
for the Twin Shoe Shops on Gimbel’s 
main floor, in Milwaukee. On Sept. 18 
he was married to Miss Norma Davin 
at the St. James Cathedral, in Kenosha, 
Wis. 

x 

James Zingale, assistant manager of 
the Better Shoe Salon on Gimbel’s sec- 
ond floor, Milwaukee, held his Milwau- 
kee wedding reception on Aug. 28, fol- 
lowing his marriage in San Diego, Cal., 
to Miss Eleanor Melanese. 


* * * 


Aubrey C. Copp has been appointed 
manager of the new Grandview branch 
of Copp Shoe Stores at Vancouver, 
B. C. He comes from a family of well- 
known shoemen and has had ten years’ 
experience in the business. He served 
with the R.C.A.F. for three years dur- 
ing the war. 

co a 

David Rubenstein has recently opened 
a new shoe store in McKeesport, Pa. 
It is a family store and one of the most 
attractive in the city. 
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NOW MORE THAN EVER 


iT'S A CINCH 
WITH CINCH! 


The Shoe Polish Of Satisfaction 


Now you can sell Cinch in a 
NON-TIP Squat Style Bottle 
which instantly improves the 
all-around appearance of the 
package. But inside, it's the 
same tried and true Cinch, 
exactly the same in Quality 
and in Quantity. Cinch is 
America's family shoe polish— 
Mother's "friend in need" in 
her battle to keep Junior's 
shoes neat and scuff-free. 


AVAILABLE 


1.N 
ALL COLORS 





Lederer’s 


Musical Chat 


Entertains the kids while you fit them! 


locking 


two-song 











TO MAKE FADED SOILED | 
SCUFFED SHOES 


Plays two songs in one winding, with special 
device which prevents overwinding. Available in pink 
or blue. Made of Wood and Rattan. 21!" back, 15" 
wide, 12" deep, seat i0!/2" 


See Us at the Los Angeles Shoe Show, Nov. 20-24, 
Biltmore Hotel, Room 2130 


TH PEE Zeer INDUSTRIES, INC. 


39 West 19th Street. New York, N. Y. 


from floor. 


SWANK SHOE DRESSINGS INC., 


61 EAST 11TH ST., NEW YORK 3, N. Y. 











New Book Explains 
Taft-Hartley Law 


WASHINGTON, D. C.—Now, with so 
much of the Taft-Hartley Act still being 
avidly studied for its effect on collective 
bargaining, a newly revised edition of 
the -popular “Operating Under the 
Taft-Hartley Act” by Max Malin and 
S. Herbert Unterberger has just been 
released. This book has been enlarged 
to 58 pages, and is available from the 
publisher, Labor Relations Information 
Bureau, Standard Oil Building, Wash- 
ington 1, D. C., at $2.00 a copy. 


The ook directs its attention to 
everyday labor relations situations and 
explains the full impact of the law on 
them. For each situation, it pulls to- 
gether all the related points regardless 
of where they are found—in the various 
sections of the statute, in the regula- 
tions of the NLRB, in court decisions or 
in legislative materials. It explains, 
step-by-step, how the law works in these 





Williamsport, Pa.—A particularly striking shoe store interior is that of Broz- 
man's in this city. Wall shadow boxes and overhead lighting add a subtle note, 
and an added informal touch is achieved by the use of Functional Furniture Manu- 
facturers' black lacquer chairs which by their design give a pleasing contour to 


wall areas. situations. 





Texas Stores Tie in the magazine in a large-scale merchan- 





With Magazine Promotion 
NEw YoRK—When Holiday magazine 
unveiled the first of three issues de- 
voted to Texas on Sept. 15, two of the 
state’s most famous stores joined with 
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dising program based on the magazine’s 
travel and recreation theme. Both of 
the stores—Foley’s in Houston and 
Neiman-Marcus in Dallas — featured 
store-wide events tied in with the Texas 
issue. 


New Store Opened 

DvuB.uin, Ga.—Garrett’s Shoe Store, a 
new enterprise for this city, has just 
opened for business on West Jackson 
Street. I. O. Garrett is proprietor. 
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Nelson B. Wentzel (right receives plaque from Edward N. Mayer, Jr. 


PHILADELPHIA — Nelson B. Wentzel, 
deputy third assistant postmaster gen- 
eral, was presented with a bronze 
plaque at the 3lst Annual Conference 
of the Direct Mail Advertising Asso- 
ciation at the Hotel Benjamin Franklin, 
here recently. 
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The plaque was in recognition of Mr. 
Wentzel’s forty-second anniversary with 
the U. S. Post Office. It reads, “Direct 
Mail Advertising Association, Inc., pre- 
sented to Nelson B. Wentzel, Deputy 
Third Assistant Postmaster General on 
the forty-second anniversary with the 


United States Post Office as a tribute of 
appreciation for his long service in the 
best interests of American business and 
direct mail advertising.” 

Mr. Wentzel, who was born in Hern- 
don, Pa., has been with post office the 
bigger part of his business life, starting 
as a clerk in the Division of Classifica- 
tion in Washington in 1906. He had 
previously put in four years with the 
Navy Department in Philadelphia. 

He was educated at Teachers Normal 
School and Pennsylvania Business Col- 
lege. His home address is 1630 Nichol- 
son St., Washington, D. C. 

The presentation was made by Ed- 
ward N. Mayer, Jr., president, James 
H. Gray, Inc., New York, and a former 
president of the DMAA. 


Boston Club to Hold 
338th Dinner Meeting 


BostoN—The 338th dinner meeting of 
the Boston Boot and Shoe Club is to be 
held in the Imperial Ballroom of the 
Hotel Statler here on the evening of 
November 3. 

Speaker of the evening will be Robert 
St. John, famous news commentator and 
author who will talk on “A World at 
Peace,” an analysis of the various pro- 
posals for world government as well as 
the possibilities for one world and peace 
in our lifetime. 
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WINDOW CARDS 


in red, green & gold, 
As Illustrated 
8" x 14" 
five other texts 
to choose from 


$1 ea. 3 for $2.25 
PRICE TICKETS 


In matching colors and 
other Xmas designs 


30¢ doz. $3.00 gross 
102 prices in-stock 


CARD HOLDERS 
Natural wood finish 
$2.10 ea. 


while they last 








BRIGHT CHRISTMAS WINDOWS 


with colorful cards and price tickets 


IN-STOCK NOW for early delivery 









Bark Tan. 


No.9885 Women's 
—Same as above 


Full Sizes 4-9. 





WRITE TODAY 
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Ne. 9886 Men's Genuine - 
Shearling Lined Boot. 
Hard Leather 
Sole. Full Sizes 6-12 
$3.2 










Full Sizes 6-12 
$3.25 

i No. 731 Bark Tan 

Exhibiting: 

Pittsburgh Nov. 7-9 Room 475 Wm. Penn 

Augusta Nov. 7-10 Room 415 Sheraton-Bon Air 

Philadelphia Nov. 14-17 Room 334-6 Ben Franklin 

New York City Nov.28-Dec.2 Room 1273 Commodore 


GERDA 


IMPORTERS © EXPORTERS 
158 DUANE STREET, NEW YORK 13,N. Y. 


YOUR BEST BET 
FOR GREATER 
SLIPPER PROFITS 


ad 


We. 730 Men's Opera, 
Dark Brown Genuine 
Shearling Lined Hard 
Leather Sole 


FOOTWEAR 
COMPANY INC. 











Election to Precede 
Columbus Shoe Show 


CoLumMBus, O.—The Ohio Shoe 
Travelers Club announces its plans for 
the Columbus Shoe Fair, to be held at 
the Deshler-Wallick Hotel and Neil 
House in Columbus on Nov. 14, 15, 16 
and 17. Circulars have been mailed to 
2500 shoe retailers in Ohio and sur- 
rounding states, inviting them to par- 
ticipate in this important trade event. 
Exhibitors are expected to reach the 
150 mark, representing some 200 lines 
of current and Spring footwear and 
aceessories. 

The show will be preceded by a meet- 
ing of the board of directors of The 
Ohio Shoe Travelers Club, to be called 
to order by Chairman M. C. Swan, on 
Saturday morning, Nov. 13. This will 
be followed in the evening by the elec- 
tion of club officers for 1949, at a gen- 
eral membership meeting presided over 
by President Dick Barnes. 

The shoe fair highlight will be a 
banquet on Tuesday evening, Nov. 16, 
in the Grand Ball Room of the Deshler- 
Wallick Hotel, to be followed immedi- 
ately by something new in shoe fair en- 
tertainment under the direction of 
Harry Minor, show chairman. This 
will be followed by the club’s semi- 
annual “Shoemen’s Dance.” 
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George F. Knoche Made 
Shoe Club President 


New York—George F. Knoche, for 
many years in charge of the shoe adver- 
tising for the New York Daily News 





GEORGE F. KNOCHE 


and who is now the Eastern manager 
for the Physical Culture Division of the 
Selby Shoe Company of Portsmouth, 
Ohio, with offices at 47 West 34th Street, 
has been elected president of the New 
York Shoe Club. 

He was installed by Benjamin D. 


Schwartz, president of Customcraft 
Shoes, at a cocktail and dinner party 
held on the evening of October 19 in 
the Green Room of the Hotel McAlIpin. 

The membership of the Shoe Club is 
made up of manufacturers, wholesalers 
and retailers in the shoe industry and 
allied lines. 





West Coast Show Being 
Boosted by Mail 


Los ANGELES, CALIF.—To call em- 
phatic attention to the Haas Building 
as headquarters for the Spring Shoe 
Show which is sponsored by the West 
Coast Shoe Travelers Associates and 
which will be held in Los Angeles, Nov. 
21, 22, 23 and 24, every shoeman in 
the building has mailed a special invi- 
tation to his personal customers and 
prospects, 

This invitation is in the form of a 
four-page folder with the letter part 
on the first page, while the inside pages 
carry photos of various unidentified 
shoe sample rooms in the Haas Build- 
ing. On the last page is a selling talk 
for the building as a shoe center which 
operates the year around. 

This complete coverage is having a 
powerful effect in publicizing the show 
as indicated by the tremendous re- 
sponse for hotel accommodations from 
shoe retailers. 
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ALL LEATHER Se 

Hard Flexible Soles 

Doub Geant CONTRASTING 
i] Leather Uppers COLORS 

| Leather Collar in Red & Blue 
Cotton Plaid Lining 


Sizes: 5-8, 8!/2-12, 12!/2-3 







No. 175 
“FLUFFY” 


$1.70 
| Mother Daughter 
| Sizes 4-9 belt sizes Sizes 10-3 
COLORS: pink, baby blue, royal 
| 
| 
| 
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blue, red, white, black 


N/10 days 
F.O.B. N. 


Bromley & Zwang Shoe Co. 


138 W. Bway, WN. Y. C. 
BArclay 7-8166 
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Obituaries 


Adolph Heilbrunn 


NEw YorK— Adolph _  Heilbrunn, 
president and founder of the Golo 
Footwear Corporation, and one of the 
cutstanding members of the city’s shoe 
industry, died recently at his home, 
101 Central Park West, at the age 
of 68. 

Born in Germany, Mr. Heilbrunn be- 
gan his career as a shoe man there in 
1900. Coming to this country 14 years 
later, he established the Golo Foot- 
wear Corporation and rapidly widened 
the scope of its operations until it be- 
came one of the best known of its type 
in the country. 

In 1924 he invented and introduced 
the Deauville sandal, the braided 
leather type so familiar for many 
years, and which is conceded to have 
been the forerunner of the light, 
opened-up styles prevalent today. 

Mr. Heilbrunn is survived by his 
widow, Mrs. Gertrude Heilbrunn, of 
this city; and a daughter. Mrs. Arthur 
Samuels, of Scarsdale, N. Y. 


Mrs. Jesse L. Patton 


ScHENECTADY, N. Y.—Mrs. Ritie Van 
Vranken Patton, 75, died on Oct. 7 
after an illness of about three years. 
She was the wife of Jesse L. Patton, 
partner in the Patton and Hall Shoe 
Store for the past 55 years. 

Mrs. Patton was born in Schenectady 
and resided there all her life. The 
Pattons were married May 3, 1899, at 
the home of her parents, the late Mr. 
and Mrs. Peter Van Vranken, and 
would have celebrated their 50th 
wedding anniversary next year. 

She was a member and a former 
regent of the Daughters of the Ameri- 
can Revolution, and a member of the 
First Presbyterian Church. 

In addition to her husband, Mrs. 
Patton is survived by a son, Charles 
Gates Patton, Schenectady; a daughter, 
Mrs. Hugh King Wright, Lawrence- 
ville, N. J.; a brother, Jay Van Vran- 
ken, Glen Falls, N. Y.; and three 
grandchildren, John L. Patton, Schenec- 
tady, and Hugh K. Wright, Jr., and 
Peter G. P. Wright. Lawrenceville. 


Samuel Goldstein 


ATLANTA, GA.—Samuel Goldstein, 79. 
a retired shoe merchant, died October 
10 at a private hospital here. 

A native of Poland, Mr. Goldstein 
had lived in Atlanta for about 50 years. 

Surviving are three daughters, Misses 
Parl and Rosa Goldstein and Mrs. 
Mollie Kinsler, all of Atlanta. Inter- 
ment was in Greenwood Cemetery. 
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Smooth leather uppers 


Hard flexible 
leather sole. 
Box toe. 


Colors: 
Brown Blue 
Red Wine 
Combinations 
blue & red 
blue & wine 
red & blue 


Cotton 
plaid 
linings 
Sizes: 5-8 


Somples on 
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f.0.b. N.Y.C. 
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Bromley & Zwang Shoe Co. 


138 W. B'way; N. Y. C. 
BArclay 7-8166 


Shoe Business Incorporated 


Fort SmitH, ARK.—Arcade Men’s 
Shoes, Inc., 904 Garrison Avenue, this 
city, has just received a charter from 
the Secretary of State. Authorized 
capital stock is $10,000; paid-in capital, 
$4,000. 

Herbert B. Hall, Alfred Cohn, 
H. Newton Pollock and Emily Shaffey, 
all of Fort Smith, were listed as the in- 
corporators. 


Chain to Add Unit 


Detrorr—A new shoe store is to be 
opened in the northwestern section of 
Detroit at Seven Mile and Livernois 
Roads by the Wise Shoe Company, ac- 
cording to announcement by Josepn 
Barnett, manager of the company’s 
downtown store. The new venture wil! 
be the second for this chain in the 
Detroit area. The other store has now 
been in operation here for about 15 
years. 
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Banquet Feature of 
Boston Shoe Show 


BostoN—Under the leadership of a 
new committee, arrangements have been 
perfected for what is believed will 
be the largest shoe show ever held under 
the sponsorship of the Boston Shoe 
Travelers’ Association. As usual, the 
show will be held at the Parker House, 
this city, and the dates selected are 
November 15 through 19. Many na- 
tionally-advertised lines will be on dis- 
play and advance registration indicates 
a large buyer attendance from the six 
New England states. Both current and 
Spring styles will be shown. 

Feature of the show will be the an- 
nual banquet for associate members to 
be held Monday evening, November 15. 

Dick Potvin is chairman of the Show 
committee; Pep Howard heads the En- 
tertainment committee; Sidney Curry 
is in charge of finance; Leon Kelley 
is responsible for banquet arrange- 
ments; and Jack Thompson has been 
handling publicity. 





Retailers Vote for One 
Afternoon Closing 


Laconia, N. H.—Shoe dealers and 
other retail merchants in this city have 
decided upon a new policy of closing 
Wednesday afternoons during the Win- 
ter and Spring months, it has been an- 
nounced by the Laconia Chamber of 
Commerce. 

John O’Shea, of the Merchants’ Com- 
mittee, stated that the change would 
not affect the permanent schedule 
which calls for local retail establish- 
ments to remain open Friday nights. 
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S. S. Weiss With 
Conrad Shoe Co. 


NoRTH ABINGTON, Mass.—Samuel S. 
Weiss, formerly with the Cambridge 
Rubber Company, is now associated 
with the Conrad Shoe Company, North 
Abington. He covers Chicago, St. 





SAMUEL S. WEISS 


Louis, Cleveland, Pittsburgh, Northern 
New York and the state of Michigan. 

He is a past president of the Michi- 
gan Shoe Traveler’s Club and is also 
an associate member of the Michigan 
Retail Shoe Dealers’ Association. At 
present he is vice president of the 
National Shoe Travelers’ Association. 


Beall Now Selling 
Blue Grass Casuals 


- NEw YorK — Charles Beall, well- 
known shoe salesman, has become asso- 
ciated with Reinhart, Inc., of Nicholas- 
ville, Ky., manufacturers of Blue Grass 
Casuals, and will cover the entire East- 
ern territory, including New England 
and as far south as Washington, D. C. 
For the past five years he has covered 
the Middle West for Oomphies, Inc., 
of this city. He will maintain an office 
in Room 1151, Marbridge Building. 

Mr. Beall has had many years of 
valuable experience in the industry, 
having been at one time buyer for 
Best & Co., New York; and also having 
spent seven years on the road selling 
the line of Joyce, Inc., of Pasadena, 
Calif. 


Named Manager of 
Shoe Department 


Macon, Ga.—Stephens of Macon, 519 
Cherry Street, announces the appoint- 
ment of Ben Hess as manager of the 
firm’s shoe department. Mr. Hess has 
had 25 years of experience in the shoe 
business. 
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KING Slipper Mfg. Co. 


1160 WASHINGTON ST., BOSTON, MASS. 
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Industry Organized for 
Combined Jewish Appeal 


BostoN—Believing that a division of 
effort would add up to a greater total 
collected for the Combined Jewish Ap- 
peal, Murray Bernstein and Archie 
Kaplan, co-chairmen for Boston’s shoe 
and leather industries, have designated 
six divisions in charge of the following 
Boston teams: 

Sole Leather—Kervin Goldman, H. 
Goldman & Sons Corporation; and Ed- 
ward Cohen, Way Leather Co. 

Upper Leather—Kivie Kaplan, Co- 
lonial Tanning Company, Inc.; Herbert 
Agoos, Allied Kid Co.; Nathan Brezner, 
N. Brezner & Co. 

Shoe Wholesalers — Charles Kemler, 
Chas. Kemler Shoe Co. 

Shoe Manufacturers—Sam Slosberg, 
Green Shoe Mfg. Co.; and Myer Saxe, 
Kesslen Shoe Co. 

Shoe Retailers—Sidney Elkind, John 
Irving Shoe Corporation; and Alfred 
Morse, Morse Shoe Stores Corporation. 

Allied Shoe Materials Division—Jack 
Ansin; Jack Shain, Shain & Co., Inc.; 
and Dave Davidoff, Phillips - Premier 
Corporation. 

Under this organization, the co-chair- 
men will work as liaison officers between 
Louis R. Golden, general chairman for 
Boston, and the members of their com- 
mittee, thus keeping all concerned in 
close touch with the progress of the 
Appeal. 





Health Shoe Store 
In New Location 


WASHINGTON, D. C.—With at least 
50 per cent of its trade being repeat 
customers, Storm’s Health Shoe Store 
has found it practicable te move to a 
new location at 520 12th Street, N. W., 
in the heart of Washington’s busiest 
downtown shopping district. 

With 15 years’ experience in the foot- 
wear field, Robert S. Storm, well-known 
Washington health shoe retailer, stated 
that his policy has always been to give 
the customers unhurried, courteous ser- 
vice and to fit them carefully and accu- 
rately in the type of last that best suits 
their feet. Accurate fitting records are 
kept for each customer and the repeat 
business has been steady year after 
year. 

The store, completely modern in de- 
sign, is the carefully planned achieve- 
ment of Mr. Storm and his wife. The 
application of exceptional color is of 
particular interest. The walls of aster 
pink blend beautifully with the all-over 
carpeting of gray-green and gray 
leather chairs along the walls, with 
matching stools for the fitters. Shadow- 
boxes in the walls, blending with the 
color of the walls, for displaying shoes, 
glamorize the styles carried. 

The salon-type interior conceals the 
stock which is kept in an adjoining 
room; the only shoes in sight are dis- 
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GOOD NEWS!! 





The latest revised edilien on of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of —_ 
and technic?! terms serves 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 


75c per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 
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played in the front window and in the 
shadow-boxes. 

The exterior—the new modern “visual 
front”—gives the passing public an idea 
of the quality of merchandise as well as 
a complete view of the attractiveness of 
the interior. 

The selling space of the store is 15 
feet by 50 feet, with a stock room at 
the rear. Approximately 70 to 100 cus- 
tomers can be handled per day. Four 
fitters are employed. 

Corrective and semi-corrective shoes 
and good-fitting casuals are carried. 





Manufacturer Names Agency 


RIPLEY, O.—William Wallbrun, vice- 
president of Roth, Rauh & Heckel, Inc., 
Ripley, manufacturers of Style Arch 
shoes, announce the appointment of 
Associated Advertising Agency, Inc., 
Dixie Terminal Building, Cincinnati, as 
advertising counsel, effective October 1. 
Sam Malcolm Levy, president of the 
agency, will act as account executive. 
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St. Louis Manufacturers Increase Wages 





Agreements Reached with AFL Union by Specialty Firms and with 
CIO Union by International—No Comment on Prices 


St. Louris— An agreement between 
specialty manufacturers here and the 
AFL Boot and Shoe Workers Union 
granted a five-cent-an-hour wage in- 
crease to approximately 12,000 shoe 
workers, effective November 1. The 
new contract also called for the inclu- 
sion of two more paid holidays a year, 
bringing the tota! to five and an increase 
of five cents an hour in the starting 
wage. 

Terms of the agreement, made public 
by union representatives, were con- 
firmed by Harry B. Johansen, head of a 
committee representing manufacturers. 
Manufacturers represented in the nego- 
tiations or expected to grant benefits 
specified in the new contract are: Hamil- 
ton Shoe Co., Valley Shoe Co., Para- 
mount Shoe Ce., Monogram Footwear, 
Inc., Boyd-Welsh Shoe Co., Rice O’Neill 
Shoe Co., Jehansen Bros. Shoe Co., 
Brauer Bros. Shoe Co., Wolf-Tober Shoe 
Co., Par Way Shoe Co., San Loo, Inc., 
L. J. O’Neill Shoe Co., Falcon Shoe Co., 
Samuels Shoe Co., Spalsbury-Steis Shoe 
Co., Moulton-Bartley Shoe Co., and 
Frolic Footwear Co. 

A common belief among both manu- 
facturers and union officials is that the 
agreement likely will affect wages in 
more than 90 shoe factories in the St. 
Louis area, including those in the met- 
ropolitan area and in rural Missouri 
and Illinois. Manufacturers, however, 
would not comment immediately on its 
possible influence on prices. 

Also, a new labor contract covering 
approximately 14,000 employes of the 
International Shoe Co. represented by 
the United Shoe Workers of America, 
CIO, has been announced jointly by In- 
ternational and the union. The new 
agreement provides for extension of 
the cost-of-living formula adopted a 
year ago. 

Two additional 3-cent hourly in- 
creases were agreed to under conditions 
of the wage adjustment plan. The first 
increase became effective in October 
and is in addition to total increases of 
9 cents an hour provided under the 
plan since its adoption a year ago. 

The new agreement, effective for one 
year from Oct. 1, 1948, calls for a sec- 
ond 3-cent increase if the U. S. Depart- 
ment of Labor’s price index, national 
average of large cities, reaches 178. 
The plan provides that wages go up or 
down 3 cents an hour for each five- 
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point change in the index. The new 
agreement establishes the floor below 
which wages may not be reduced at 6 
cents above the level of October, 1947. 

The number of paid holidays was in- 
creased from five to six by the negotia- 
tors, who also reached agreement on 
several other contract proposals put 
forward by both parties. The new con- 
tract is to run through Sept. 30, 1949. 





W. F. Hooley Appointed 
Selby Sales Manager 


PorRTSMOUTH, O.— Roger A. Selby, 
chairman of the board, The Selby Shoe 
Company, Portsmouth, has announced 
that W. F. Hooley, vice-president of the 
company, has been appointed general 
sales manager. 

Mr. Hooley will be assisted by R. N. 
Donohue in charge of welt sales; E. D. 
Pankau in charge of Compo sales; and 
W. E. Lawson in charge of advertising 
and sales promotion. 





W. F. HOOLEY 


With this sales reorganization plan, 
Mr. Selby also announced that effective 
Nov. 1, 1948, the sales force will return 
to a straight commission basis, replac- 
ing the previous compensation which 
was in the form of commission and ex- 
penses. 

This announcement was made here at 
the beginning of the semi-annual Selby 
sales conference, and was received en- 
thusiastically by the entire selling or- 
ganization. 


To Serve Chains in 
New York Area 


NASHVILLE, TENN. — Dominion Shoe 
Company, a division of General Shoe 
Corporation, headquarters in Nashville, 
has established New York offices to pro- 
vide closer contact with, and better ser- 
vice to, its New York chain store cus- 
tomers. 





ERNEST A. RAINEY 


At the same time it was announced 
by Assistant Vice-President Houghton 
D. Vaughn that Ernest A. Rainey, one 
of the industry’s best-known sales ex- 
ecutives, has been appointed division 
manager for Dominion Shoe and will be 
in charge of the New York offices, work- 
ing directly with Mr. Vaughn, who is in 
charge of that division. 

Mr. Rainey will direct sales of all the 
various types of shoes manufactured by 
General Shoe for the chain store field. 
For the past seven years he has been a 
sales executive of the Brown Shoe Com- 
pany in St. Louis, resigning recently to 
become an executive of General Shoe. 
His long experience also includes nine 
years as a sales executive with the 
Diamond Shoe Company of New York, 
and more than 15 years with the F. M. 
Hoyt Shoe Company of Manchester, 
N. H., where he was general sales man- 
ager and a member of the board of di- 
rectors. He also has served as vice- 
president of the Beacon Shoe Company, 
a chain of retail shoe stores owned by 
the F. M. Hoyt Company. 

In World War I, Mr. Rainey was a 
major of artillery in the U. S. Army, 
taking part in five major battles in 
France. Later he served as military 
aide on the executive staff of two of 
New Hampshire’s governors, Charles W. 
Tobey and H. Styles Bridges, now a 
United States Senator. 
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J. D. McNamara Promoted 
By United Last Co. 


Boston—J. W. Holmes, president of 
the United Last Company, Boston, has 
announced the appointment of J. D. 
McNamara as manager of the Krentler 
Brothers Branch, St. Louis, following 





J. D. McNAMARA 


the retirement of E. T. Walsh who was 
with the firm forty-eight years. 

Mr. McNamara started his last-mak- 
ing career in 1903 with the Dayton Last 
Company. He covered the entire coun- 
try east of the Mississippi River in 
various sales capacities with several 
concerns. 

In 1937 he became associated with 
the United Last Company as sales rep- 
resentative and has maintained that 
position to date. He will continue to 
cover the St. Louis area and outlying 
sections as he has in the past. 


Hamilton Shoe to Make 
New Line for Delman 


St. Lovuis—The Hamilton Shoe Co., 
manufacturers of Penaljo Play Arch 
and Penaljo style shoes, has teamed up 
with Delman, Inc., of New York in the 
styling and manufacture of a new 
line of fashion shoes under the brand 
name “Delmanette, created by Del- 
man.” 

Hamilton will continue to manufac- 
ture its nationally advertised lines of 
Penaljo Play Arch and Penaljo. Del- 
manettes will be offered to the trade in 
March, 1949, at two special showings, 
one in St. Louis and the other in New 
York. 

The line will be introduced, however, 
this Fall in Delman salons at Begdorf 
Goodman, New York; Martha Weath- 
ered, Chicago; at the Fashion in 
Houston; and at Delman’s exclusive 
shops in Palm Beach, Miami and 
Beverly Hills. 

A statement from Hamilton Shoe 
Co. said, “Delman and Hamilton think 
that this is the time to create a high- 
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style quality shoe within the reach of 
the buyer in the popular price field. 
According to Delman these shoes are 
to be the finest in their price field, or 
they would not bear his name. Just as 
the Delman shoe is the fashion leader 
in the highest price field, so, too, will 
the ‘Delmanette created by Delman’ be 
outstanding in its price class.” 

Styled by Delman in his Paris and 
New York studios, the line will be com- 
plete from high heels to flats. Key 
members of the Delman manufacturing 
staff will be available to the Hamilton 
Shoe Co. at all times and will assist in 
introducing the Delman construction 
and technique in the manufacturing of 
Delmanette shoes. 

Delman lasts and special features, 
such as the patented Delman reinforced 
arch and ornamental heel breasting, and 
other outstanding features will be used 
in Delmanettes, which will definitely 
portray the Delman influence in both 
styling and shcemaking. 


Irving Drew Holds 
Sales Conference 


LANCASTER. OHI0—The Irving Drew 
Corporation here, manufacturer of 
Drew Arch Rest and Dr. Hiss Balanced 
shoes, has made up a lighter orthopedic 
type of flexible welt, giving the firm a 
line of tailored type comfort shoes in 
addition to its seven basic lasts. Thirty 
of these shoes will be carried in stock, 
most of them from AAAAA’s through 
to E width, and several through EEE’s 
in sizes from 3 to 12. 

This news, plus company statements 
that the firm is shipping from stock ap- 
proximately 90 per cent of the shoes 
ordered in 24 to 48 hours and that they 
anticipated shipping 95 per cent com- 
plete within 10 days after receipt of 
orders, was revealed to members of the 
sales force recently at a four-day sales 
conference by George R. Utley, sales 
manager. In addition to the balanced 
line of tailored types, the Irving Drew 
line also includes dressy pumps anid 
light weight dressy ties, according to 
George P. Utley, president. with three 
new styles with 13/8 and 10/8 wedge 
heels. 

National and cooperative advertising 
plans were presented at the meeting by 
Al Klein of the Mandel Engraving Co., 
Milwaukee, while featured guests in- 
cluded Clifford Bourland, vice presi- 
dent and general manager of the Dr. 
Hiss Clinics of Los Angeles and San 
Francisco, and Rex Wilson of the Pit- 
man Shoe Co., Victoria, Australia. 

Salesmen present at the conference 
were: Barney and Bert Coens, Mid- 
Northwest territory; E. A. Drew, Penn- 
sylvania and New York stat2; H. E. 
Griffiths, West Coast; N. J. Levy, 
Metropolitan New York; Dan Stern, 
New England; Marshall Stern, New 
Jersey and Philadelphia; Eli Smith, 
District of Columbia and Maryland; 





Lester E. Wendtland, Iowa, part of 
Illinois, Missouri, Nebraska, and 
Kansas; George R. Utley, Ohio and 
West Virginia; H. C. Schuyler, In- 
diana, Michigan and Kentucky; Ed 
Weil, Southeast; and Charles “Chuck” 
Roberts, Southwest. 





New Manufacturing 
Company Organized 


Los ANGELES, CALIF.—M. K. 
Waeverling, as plant manager; Robert 
Cronrod, in charge of sales; and Sam 
Richmond, office manager, have formed 
the Avalon Footwear Manufacturing 
Co., with plant at 411 S. Central Ave., 
Los Angeles. The line includes low 
heel dress and casual wedges in calf 
and suede. Later it is planned to add 
lines of California Process casuals. 


Berk Named Sales Manager 


Of John Marino, Inc. 


New YorkK—Sid Berk has been named 
sales manager of John Marino, Inc., it 
has been announced by John Marino, 
president of the company, a member 
firm of The Guild of Better Shoe Manu- 
facturers. 

The second generation in the shoe 





SID BERK 


business, Sid Berk has been working 
actively in the retail and quality shoe 
manufacturing fields since childhood 
when his father produced hand-sewn 
shoes in New York City. He left the 
shoe department at Saks Fifth Avenue 
in New York City to join the armed 
forces. After spending four and one- 
half years in the service, he returned 
to Saks Fifth Avenue. He is a graduate 
of Blue Ridge College in New Windsor, 
Md., where he majored in merchandis- 
ing, retailing and advertising. 


Johansen Executive Resigns 


St. Louis—Joseph J. Byrnes, sales 
manager, vice president and a director 
of Johansen Bros. Shoe Co., has an- 
nounced his resignation from the firm 
after an association of more than 30 
years. He has not disclosed his future 
plans. 
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11-inch combat 
boots with 2 heavy 
brass roller buckles. 
Sizes 6 to 12 
including half sizes. 


Agoin Pilot steers you to increased 
soles and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhide. Heavy leather inner- 
soles. 14 iron “Armortred’ composi- 
tion molded outersoles. Reinforced 
with brown steel rivets and extra 
stitching ct all points of wear. Wide 
garrison backstays. Order now. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md. 
a " Honest-made Since 1899” 
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BOY'S HUNTING 
BOOT 


No. 2803 


Brown Smooth Leather 
Uppers, Rubber Soles 
and Heels, Knife Pocket. 
Moccasin Toe. 

SIZES 2'/, to 6 


$4.60 
Terms: 2/10—N/30 
SEND FOR CATALOG! 
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A. J. Brauer, Sr... Honored 
By Company Officers 


St. Lours—Officers, department heads 
and salesmen of Brauer Bros. Shoe Co. 
honored A. J. Brauer, Sr., chairman of 
the board of directors, October 20, with 
a dinner at the Coronado Hotel here, 
commemorating the 50th anniversary of 
the company. A special feature of the 
evening was the unveiling of a portrait 
of Mr. Brauer. Among the approxi- 
mately 40 persons present at the dinner 
in addition to Mr. Brauer were A. J. 
Brauer, Jr., president; Fred P. Wagner, 
first vice-president; Roy Sundling, vice- 
president; N. J. Just, secretary; Herb 
Fischer, treasurer (though not a board 
member), and Al Ruhl and John Long- 

nire, <lso members of the board of 
directors. 

The dinner preceded the fiftieth anni- 
versary of the founding by eight days 
due to the fact that on October 28 sales 
representatives and executives of the 
company were in Chicago at the Na- 
tional Shoe Fair. It was on the latter 
date in 1898, Mr. Brauer recalls, that 
he and his brother Bob formed a part- 
nership to make harness, and other 
leatther specialties. Total capitaliza- 
tion was $40, and half of the assets, 
$20, immediately went for their first 
month’s rent, a room at 2904 Locust St., 
15 by 40 feet. 

To this partnership, A. J. Brauer 
contributed a natural talent for mer- 
chandising and a yen for business; while 
brother Robert lent his skill as a 
leather craftsman and master mechanic. 
Combined, the partnership grew and 
prospered; though it was not until the 
period following the first World War 
that Brauer Bros. went into the produc- 
tion of shoes. During the early days, 
however, the brothers developed sound 
production methods and a stable finan- 
cial policy which proved invaluable 
when they moved over into the produc- 
tion of shoes. 

In the early days, A. J. Brauer, Sr., 
relates, he and his older brother, who 
had learned the saddle business from 
their father, T. J. Brauer, worked nights 
as well as days and put most of their 
earnings back into the business. In the 
early 1900’s, Brauer Bros. got a lucra- 
tive contract for the manufacture of 
saddle bags for doctors. By 1899 they 
stepped up production through purchase 
of a sewing machine, skivers and other 
machinery from the liquidation sale of 
the Heidman, Benoist Saddlery Co. 

From that period until 1913 Brauer 
Bros. moved four times, each time to 
larger quarters making for increased 
production. 

When hostilities ended, Brauer Bros. 
had three factories on its hands and 
moved over into the production of chil- 
dren’s shoes. From this beginning, the 
transition to the manufacture of wo- 
men’s shoes developed. Today the firm 
is said to be the largest national adver- 
tiser (Paradise shoes) of women’s fash- 
ion shoes. 
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Men’s Popular Priced Work Shoes 
and 
Men's Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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Pat. No. D-144,596 


@SHU-TECS are scientifically designed buoties 
worn INSIDE WOMEN’S GALOSHES and 
BOOTS. They protect women’s shoes from 
matting, scuffing and abrasion. They protect 
hosiery from dirt and runs. 

Individually, Smartly Packaged. 

$5.75 per doz. Terms 2/10 © Retail 79¢ per pair 


SHU-TECS COMPANY 
509 FIFTH AVENUE + NEW YORK 17 
=> Please send me ( ) doz. SHU-TECS 
TAN DO NAVY 0 RED O 


Packed in assorted sizes— Small, Medium, Large 
One dozen solid color to the boz 
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BARIS SELLS 


Quelity Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reode St.. New York 7, N. Y. 
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AERICA’S BEST 
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W. 1. Douglos Shoe Co., Brockton 15. Mass 
New York Offices, 508-510 Marbridge Bidg 
New York 1, New York 
West Coast Offices, 401-402 Haas Bldg 
Los Angeles 14, California 





Sales of Leather 
Continue Spotty 
[CONTINUED FROM PAGE 75] 


quoted from 47 to 48 cents (headless) 
and 43 to 45 cents (heads on). Steer 
heads are unchanged at 18 to 21 cents. 

There has been some reduction in 
the prices of cut soles. Women’s cut 
soles recently slumped from one to two 
cents, and men’s from one to three 
cents. The top-heavy rawstock mar- 
ket is blamed by one cutter for the 
drop in business. 

Russet linings are selling fairly well 
between 14 and 22 cents, with the best 
demand up to about 20 cents. After 
that, sales are slower. Colored vege- 
table linings from 21 to 23 cents, and 
colored chrome linings around 26 and 
27 cents enjoy some business. 

Work shoe splits provide the leather 
markets with one of their active spots, 
and these can be sold quite readily up 
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Many sales are at two 


to 30 cents. 
cents less. 

Buyers want the best when it comes 
to side leather. The going is rough on 
the lower grades. Heavy aniline selec- 
tions are in best demand. Price is a 
bigger factor when it comes to the 
lighter weights. Work shoe elk is 
quoted from 45 to 49 cents. Other 
side leather prices follow: Extremes— 
Vegetable, 51 to 55 cents; chrome, 49 
to 52 cents; corrected elk and smooth, 
41 to 51 cents; full grain elk, 50 to 
61 cents; heavy grain vegetable (used 
in the making of moccasins), 51 to 60 
cents; kips—vegetable full grain, 66 to 
70 cents; vegetable corrected, 53 to 57 
cents; chrome corrected grain, 52 to 
56 cents; full grain elk (MH), 66 to 
70 cents; full grain elk (LM & M) 64 
to 68 cents; corrected grain elk, 52 to 
56 cents. 

No change is noted in the patent 
leather picture. This sector of the in- 
dustry is hopeful of better times soon, 
but so far they haven’t arrived, at least 
not volume buying. Prices are firm, 
with patent kips offered all the way 
from 43 to 65 cents; extremes within 
a wide range from 43 to 54 cents; 
large leather from 43 to 49 cents; and 
copper patent from 90 to 95 cents. Five 
cents is the amount between grades of 
patent kip, 3 and 4 cents between 
grades of extremes, and 2 cents be- 
tween grades in large leather. 

Some indications point to a more 
stable rawstock market, with recent 
hide and calfskin sales mestly at 
“steady money.” 





Kidskin Tanners Have 
Unique Group Exhibit 

New York—The Kidskin Tanners’ 
Guild of the Tanners’ Council of 
America is currently presenting a 
tanning exhibit in Main Street, New 
England, East Balcony, Grand Central 
Terminal, New York, daily from 10 
a.m. to 10 p.m., in cooperation with the 
New York, New Haven and Hartford 
Railroad. Included in the display are 
two craftsmen operating a measuring 
machine, and a case showing kidskin 
shoes and accessories, and the eight 
principal steps in kidskin tanning. 

When colonists first landed on the 
shores of the Bay State, a tanner was 
part of every settling company. Liter- 
ally on Main Street, vats were sunk 
and skins of neighborhood goats were 
put to soak for the long Winter; then, 
taken out in the Spring. They were 
dried and curried. As the country 
grew, New England became not only 
the tanning, but also the shoe center of 
the nation as well. Many of the kid- 
skin tanneries have been in operation 
for over a hundred years, changing 
names and personnel but altering only 
some of the original processes. Kid- 
skin tanning today is one of the few 
modern industries made up largely of 
handicrafts, accounting for the soft- 
ness of the finished product. 
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SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theories—all tried, true . . . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro 
fessor of Marketing, School of Business, 
Columbia University. 

Flease remit with order. 

5% x8 40 Chpts. 
306 Pages 3.50 Postpaid 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 














To bring these facts to the attention 
of the general public, the Kidskin 
Tanners’ Guild plans other similar ex- 
hibits for major citiés in an expansive 
educational program. The present dis- 
play will close Nov. 10. 





New Line of Casuals 
Now on Market 


St. Lovis—In a move to round out 
their high-styled line of women’s shoes, 
the Valley Shoe Corporation of St. 
Louis will soon show for the first time 
a complete line of casuals, according to 
Paul E. Johansen, vice-president. 

This new addition to its already beau- 
tiful line of shoes was on display for 
the first time in Chicago at the National 
Shoe Fair. 

The new line is in the medium price 
class and will be available for early 
Spring delivery. The range of patterns 
and heel heights and last interpreta- 
tions will be extensive and broad enough 
to fill most any retail requirements in 
those price ranges, the company says. 
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SALESMEN WANTED 


| SALESMEN WANTED 


SALESMAN WANTED 








UNLIMITED 


no sideline. 


1701 Webster St. 


WORKING men with SALES ABILITY, seeking a life-time con- 
nection where they will be happy in their work. 

A few good territories still available for high-type experienced men. 
Complete, well-accepted line. Must know corrective fitting, have car 
and be free to travel. Previous road experience helpful. Full time— 


For earnings available to HONEST, CONSCIENTIOUS, HARD | 
| 


Write in Confidence to Mr. Scott, Giving Full Particulars, 
Qualifications and Photo. 


SCOTT FOOT APPLIANCE COMPANY | 


OPPORTUNITY 


Omaha 2, Nebraska 











SALESMEN 


. Do you want to increase your income 

without increasing your expenses? 

2. Are you now traveling any of this 
territory: Up State New York, and all 
New England States? 

3. Would your customers buy Infant's 
Shoes direct from a factory? 

4. Could you sell at competitive prices 
such a line nationally advertised? 

5. Can you answer YES to each ques- 
tion? 

6. Then write giving your age, present 

lines carried, and your qualifications. 

We'll do the rest. Replies strictly 

confidential—we have NO salesmen 

at present in the above area but will 
employ several according to territory 
covered. 


Address Box 828, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


SALESMEN 
TO COVER 
STATES STILL OPEN 


With The 


FASTEST SELLING LINES OF HAND 
SEWN AND REGULAR SPORTS 


ALSO Two Top Lines of Women's Cas- 
uals and the Strongest Line of SISALS, 
ALL CARRIED INSTOCK FOR IMME- 
DIATE DELIVERY on a FILL-IN basis... 
No objections to carrying other Lines. 
Advise which States you cover. All re- 
plies confidential. 





Address Box 833, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. | 











WANTED—SALESMEN 


to cover Midwestern and South- 
western territories, on commission 
basis; to handle Line of Holly- 
wood and Single Sole Sbicca 
Construction to retail for $12.95. 
Factory located in Massachusetts 
and in operation for three years. 
Line has been proven and well 
accepted in the East. All replies 
confidential. 


Address Box 810, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











EXPERIENCED 
SHOE SALESMAN 


Excellent opportunity for Live 
Wire Salesman to represent 
a New England Manufacturer’s 
Line of outstanding Women’s 
Novelties, Welts, and Casvails 
for established territory of 
Ohio, Western Pennsylvania, 
and Upper New York. 

Give full information regarding background. 


Address Box 830, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN 


For—Massachusetts—west to 
Springfield, New Hampshire 
and Rhode Island 
“POLLY PRESTON” Shoes for 
Women—"WALEMORE” Shoes 
for Men and other Lines—in 
stock. Large volume already 

established. 


Write: 


NATH'L FISHER & CO. 


146 Duane Street, New York 13, N. Y. 














WANTED: Salesmen with good following to 
carry a line of Women’s high grade casual 
shoes to retail for $6.95 and $7.95, commission 
basis, Address #778, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
NX. 








SALES REPRESENTATIVE WANTED 
To handle complete Line of Steel 
Shoe Shanks and Arch Supports. 
Exclusive New England territory. 


Address Box 83!, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN WANTED FOR MID-WEST- 
ERN STATES to carry Fine Line of 
Branded Infants’ Prewelts, in stock and make 
up. Commission basis. Must be experienced. 
Address #827, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








EARN $10,000 A YEAR 


3 Resident Men to earn $10,903 and more 
Annually in Well-established territories: Mus? 
be thoroughly experienced and travel by car. 
Satisfactory drawing and commission. Nation- 
ally known Medi-Cross and Yankids branded 
Lines for Children, Misses ond Growing Girls; 
also complete Line of Casuals and Sports. 
I—Detroit and Michigan; 2—Chicago and Iili- 
nois, Indiana; 3—East and West Pennsylvania, 
except Philadelphia. 


Write, wire at once 


MIDLAND SHOE CORP. 


157 Duane Street New York City 




















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word ( 
tising is payable in advance. Send check or money order w 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


iS" Advertisements for this page must be in our New York Office 15 days preceding publication date “= 


street number is one word) at word rate. Classified adver- 
ith your copy. No accounts are opened for classified ad- 
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SIDE LINE SALESMEN WTD. 


FOR SALE 


| 


BUSINESS OPPORTUNITIES 





MANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen Rag on Ladies’ 
Shoe Sa = to carry on tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, S21 No. 39th Street, Philadelphia 4, Pa. 


SHOE OR FINDINGS OR SHOE POLISH 
SALESMEN in regular calls can earn 
day selling our large and varied 





$15.00 every 


Lines of Lambswool Shoe Polishers, printed 
with Dealers name and address. Hot special 
Christmas deal. Liberal commission. Dealers 
reorder frequently. Credit on established bus- 
ness. No competition. Bought by many of 
America’s largest —_ stores. No other Polish- 
ers equal this grade of merchandise. Address: 


Seward Street, 


JOHN C. WHITE 


Detroit 2, Michigar 


& CO., 93 


TERRITORIES ¢ ne 


men Seilir 


for E xperier nced Sales 
Stores and Department 
Soft Soles, 


0 to 3; 





nts’ 


Stores, New 





first step 1 t ; Top Quality Designs, Leathers 
and Shoemaking. At once delivery from In 
Stock Department. Excellent Commission ar 






rangement. In your letter give informati 
vourself, selling Line n 
territory you cover; u 
c mplete details Address = 


East 42nd 








care Boot & Shoe 
Street. New York 
HE KING SLIPPER LINE IS AVAITI 
ABLE for the states fF Vi Ne 
Carolina, > ] 
perienced 
Give detail 





Slipper Mfg 
Mass. 


IDELINE 















SALESMEN WITH FOLLOW- 
ING AMONG CHAINS, DEPARTMENT 
STORES, etc. to carry long-established Mant 
facturer’s Attractive Line of Fine Leather and 
Fabric Bows and Ornaments retailing at 50¢ 
and $1.00. Libe commission basis. Good ter 
ritories en A 2839, care Boot & Shoe 
Recorder E $2nd Street, New York 17, 
N. ¥ 
SIDELINE, SALESMEN ‘ALLING ON 
~“ WOMEN’S are MANUFACTU RERS 
to carry extensive Li f Fine Leather, Fabric 
and Artificial L eathe Bows and Ornaments 
made by long-establ i Manufacturer. Liberal 
commission. Please give details. Address #840, 
care Boot & East 42nd 


Shoe _Recorder, 100 
iy, e. 


Street. New York 





HELP WANTED 


MIDDLE West Wholesaler of juvenile foot- 

wear wants man to assist in buying and 
management. Excellent opportunity. State age, 
experience, salary, and all pertinent information 
which will be held confidential. Address +803, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








BUYER 


Wanted for Large Retail Cancellation Shoe 
Unit; Women's, Men's, Children's Better Qual- 
ity. Located Eastern Coast. 

Give in confidence complete de- 
toils, including solary expected. 
Address Box 835, care BOOT & SHOE se 

100 East 42nd Street. New York 17, 











ANUFACTURER IN THE MIDDLE 
WEST producing Ladies’ Footwear desires 
aggressive Shoeman with Production and Man- 
agement ability. Permanent future; established 











business, Addre 834, care Boot & Shoe Re- 
corder, 1 East 42nd Street, New York 17, 
N. Y 

OR LEASE: SHOE DEPARTMENT IN 


SPECIALTY STORE in Fastest Growing 
Town in Mississippi: 100% Location, catering 
to Better Type. Excellent opportunity for an 
Individual or Chain. FIELDS OF JACKSON, 
Jackson, Miss. 





BUYER 


Wanted for Large Retail Cancellation Shoe 
Unit; Women's, Men's, Children's Better Qual- 
ity. Located Eastern Coast. 
Give in confidence complete details, including 
solary expected. 
Address Box 835, care BOOT & SHCE ae 
100 East 42nd Street, New York | 








| 


Wart SHOE STORE, Women’s—Children’s 
Corrective Shoes. Want Partner. Not over 
100 Miles from New York. Address #838, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N, Y. 





SHOE STORES WANTED 





ELL ESTABLISHED FAMILY SHOE 

STORE located in North Louisiana in a 
town of 65,000 population, with large trade 
area. Low rent, good lease. Annual sales $175,- 
000. All cash, no credit business. Reason for 
selling—ili health. Good branded lines; accounts 
established. For further details: Address $829. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





BARGAIN 
X-RAY SHOE FITTING MACHINE 
Mode By H. G. FISHER CO., and M. B. ADRIAN 

X-RAY CO. 

Can take 8 x 10 X-Ray Pictures, 
Florescope. Suitable for retail 
PRICE $250. A real buy. Cost new $985 
For more particulars write 

OR. P. F. MAHAFFEY 

506-507 Myers Bldg. Springfield, Ili. 


as well as 


shoe store 














OR SALE: SHOE STORE AND SHOE 

REPAIR; Good dong woe Buildirg 80 x 

>; Livi Quarte lus two rented apart- 
ments. BC x 608, PARK cl TY, UTAH. 





12 INCH BLACK OIL TANNED TRIPLE 
SOLE LACE BOOTS—made for the 
Government—will sell cheap. LAUDERDALE 
SHOE STORE, Fort Lauderdale, Fla. 





JHITE PLAINS-—-WELL ESTABLISHED 
L ADIES’—MEN’ S SHOES; Good Leas-: 








1 Location; Several Propositions. Minimum 
$5, 00 cash. Address #825, care Boot & Shoe 
Recorder. 1 East 42nd Street, New York 
Ae ee 

LINE WANTED 
UCCESSFUL SALESMAN WITH LARGE 


Retail 
Area 


FOLLOWING Finest 
ment Stores, Metropolitan 
Barefoot Sondals and 


WERNER TISCHLER, | 


and 









Rego Park, New York. 

ALESMAN, YOUNG, SUCCESSFUL, 
WELL LIKED BY HIS CUSTOMERS 

wants new connections with Manufacturers 

Southern States, or New York City and 

roundings. Address #832, care Boot & § 





oe 
Recorder, 1 East 42nd Street, New York 17, 
N. Y 





BUSINESS OPPORTUNITIES 


USTOM SHOE UPPER MAKER, Expert 

Orthopedic, Men’s, Ladies’ fancy, Model 
cutting, Pull-overs. Mail orders promptly 
filled. Selection includes imported leathers. G. 
Gross. 310 East 80th St., New York City 21, 
REgent 4-7058. 








EN’S CLOTHING STORE, NEAR 





MIAMI, FLA. doing over $75,0 an- 
nually; Five year lease; Carrying only Na- 
tionally advertised Brands; Should net full 
purchase price three years; Inventory, plus fix- 
tures about $35,000. cash; Only substantial 
parties need apply. Address 2824, care Boot 
& ey Recorder, 100 East 42nd Street, New 


York 17, N. 





9 THE VOLUME BU YER OR quality 

chain, one of the finest men’s slipper fac- 
tories offers substantial reductions on its regular 
branded or unbranded lines for deliveries in 
January and February. Address #837, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


NTERESTED IN BUYING SHOE 
STORES that are doing Volume Approxi- 
mately $100,000. in towns located in Middle- 


west and Southern States. Will pay good prices 


if Lease is satisfactory. Address #826, care 
Boot & oe Recorder, 1221 Locust Street, 
St. Lou Me. 





WANTED TO PURCHASE 


WANTED TO PURCHASE—Arch Shoes— 








Men’s—W. —_ Branded Arch Support 
Shoes. Send samp e pay top prices. 
STRAHL SHOE “COMPANY, 1230 Fifth 
Avenue, San Diego, California. 

WE BUY 


SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs”’ 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 











MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 








JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOU2CES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 














Buy Savings Bonds 








Boot and Shoe Recorder 











WANTED TO PURCHASE WANTED TO PURCHASE WANTED TO PURCHASE 











GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


BARIS BUYS for CA 


Quality Shoes for Men, Women ° hn =, 
and Children Short Term Leases Assumed 


Scrupulous Protection fose.-ITM Pu Ue te ee 









CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone 8Eekman 3-7290 














WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
Sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














Branch Store Opened 


DeETROIT—A new branch store was 
opened at 14264 Harper Avenue, re- 
cently, by the Kay Bee Family Shoe 
Stores, who now operate a chain of 
three East Side family type stores. 
The new store is modern and air con- 
ditioned. 

The Kay Bee organization is strictly 
a family affair, operated by four 
brothers, who are now dividing up 
managerial duties with the opening of 
this new unit. Morris and Alfred 
Kutinsky will share the managership of 
the new store; Kar] Kutinsky will be 
manager of the store at 9662 Gratiot 
Avenue; and Isidor Kutinsky will be 
manager of the store at 14264 Gratiot 
Avenue. 





Store Being Modernized 


SAN ANTONIO, TEX.—Nisley’s is en- 
larging and modernizing its store at 
207 Alamo Plaza, with the addition of 
a new store front and -éther improve- 
ments. 
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New York 7, N. Y. 





ARIS SHOE CO., Inc. 


Tel.: WOrth 2-5180 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
of shoe stretching on men’s 
women’s and chil“@ren’s 


Guaranteed for All Time 
120 N. main st. ALL PURPOSE SHOE STICK CO.pockrorp, ituinois 


ROOM 204 


SAVE SALES 


shoes. 




















ANK Cuame 


For displaying more men's shoes. Screws in 
walls - shelving, etc. $3.00 per doz. 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 














Mats AND Ydeas 


FOR YOUR 


NEWSPAPER, ADVERTISING 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
& 
2. Vincent Edwards Idea Clipping 
Servic 
Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 


want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 





NEW ADJUSTABLE 


Price si" Pony Cup 


remains in 
desired posi- 
for Price Tickets 


tion at al] 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 


$2.75 
half gross 








| M. D. POLLINGER CO. 
| HOLLAND BLDG. ST. LOUIS, MO. 











PATENTED 





SHOE STAND 


Displays a man’s shoe as he sees it 
on his foot. 


Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 














Buy Savings Bonds 








89. 





Chain _ Three Units 


PATERSON, N. J.—Uncle Sam’s Shoes, 
Inc., a chain = family shoe stores oper- 
ating in Northern New Jersey, recently 
opened three new outlets, one each in 
Hackettstown, Cliffside Park and Pat- 
erson, the last named being located in 
Colt’s Department Store. These new 
units increase the size of the chain 
to 10. 

Arthur Estis manages the Hacketts- 
town store, assisted by Baldwin John- 
son. The Cliffside store is managed by 
J. Charles Greenfield, one of the co- 
owners, assisted by Jack Reback. The 
Paterson department is managed by 
Freda Drysen, long associated with 
Uncle Sam’s Shoes as assistant to the 
buyer. Her assistant has not yet been 
chosen. 


Officers of Canadian 
Chain Elected 


BRANTFORD, ONT.—Officers and direc- 
tors elected at the annual meeting of 
Agnew-Surpass Shoe Store, Limited, 
held here Sept. 9 were: 

President and general manager, 
R. Karn, Brantford, vice-president and 
secretary-treasurer, K. R. Gillelan, 
Brantford; assistant secretary-trea- 
surer, W. D. Muir, Quebec; directors, 
L. L. Bauslaugh, J. L. Edmondson and 
R. F. Whitby, Brantford, and H. H. 
Gibout, Quebec. 

K. R. Gillelan succeeds the late A. L. 
Scott, Saint John, N. B., and R. F. 
Whitby fills the vacancy on the board 
of directors. 


. 


New Shoe Store Planned 


NorRFOLK, VA.—George W. Montagna 
and Frank Montagna have recently pur- 
chased a good-size business property on 
Granby Street which is the best business 
street in Norfolk, and plan to build a 
new and very modern family shoe store. 

The new store will handle a full line 
of nationally known brands of infants’, 
children’s, teen-agers’, men’s and wo- 
men’s footwear. 

The Montagna brothers have been 
successful shoe merchants for many 
years. George W. Montagna now oper- 
ates the Montagna Shoe Store at 330 
High Street, Portsmouth, Va., and 
Frank Montagna is now located at 429 
Granby Street, Norfolk. This property 
will be oceupied probably early in 1949. 








Your inventory “picture” at a glance, 


STOCK RECORD BOOK 


Shows each size and width of each style or stock num- 
ber. Helps you avoid freezing capital in hazard sizes 
and to keep an accurate tab on your best selling 


with this handy 


—and forms— 


















































































































































































































































selections. 
e 
aoe pas eo Black Cloth binder—1114” x 1334”.............. . $2.50 
= = = =" —™ = =n 100 Daily Sales and Stock Sheets, (Form #100) 
a See ee and 1 Comparison Form #105 .. ss J 
Thi iel-lol-is ° +t +) iss 1 Inventory Pad (100) sheets + +106 ce ee ee 0.50 
PSU GRaEE ok ices thaw tals = (5 pads $2.00) (10 Pads $3.50) 
Foun ea tse we = 1 Buying Order Pad (100 sheets—50 orig. 50 
ee dup.) #107 (5 pads $1.75; 10 pads $3.60)... 0.40 
~ — Tait TF Master Stock Sheets—Form #103. Fits Binder 
Shee SE Liisi: Adaptable for en: Lomas 4c each 
7 slalolele LEBLEH-E SemOG (10%” x 1314”) 100 for... eee . 25 
os LJ ale a Sample sheets with oie: for use sent on sees 
FORKS ae me 
= rome Sales Record Slips: Form D per pad (100 slips)... 0.25 
ou _ty (100 pads $20.00) 
<= = = a Fume Refund Record Slips: 
gS dS eee Form E per pad (85 slips) 0.25 
= — =o ae —— (10 pads $2.10) 
a Customer Record Cards: Form F, 100... 0.75 
ia ee ee (Size 5” x 3”)  (500-$3.50) — 1000-$5.00) 
TSOS 0505050505 eel a = - ‘ 
“aI woos = Shoe Carton Tickets—Form econ oer x shseell 
= TT 1000 ............... one 2.25 
- pce eA =" EE SELON RT TE 10.00 
as} 2 11> —" ouae 
anenesce.. Form H with oonsnel Clips 1000 . i ee 
P Talat “s 5000 . ed siotdiecincaivet 
- FF RE PROFIT CHARTS — (Celluloid Holder — 0c each; an 
‘end ma preety onenn accurate method of figuring selling prices. 
—- i (50 Charts at $22.50; 100 at $40.00 
































































































































on P please, unless C.OD. Shipment is 
ld inane ces Pt a preferred. Add 10% of value to cover shipment if check 
—_— — om. _ accompanies order. 
aa i | SS Orders filled for any forms preferred. 
an. ij at ee, 

— os kkk 

— “ee -——~ 4 & ~ 

. 7 o 

L. = ie Merchants Service Dept. 
- 209 S. State Street, Chicago, Ill. 


Check with order, 








Boot and Shoe Recorder 
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Acrobat Shoe Company 
Adrian, M. B., & Sons, X-ray Co. 
All Purpose Shoe Stick Co. 

Arnoff Shoe Co. 


81, 


eR OR RR Bo oc Oca mes cue me eae nie 86, 
Beckwith Mfg. Co. png Che eae a 
Belleville Shoe Mfg. Co...... 
Bostonians s 
Broitman-Gaffin ‘Shoe Co. 
Bromley & Zwang 


Cambridge Rubber Co. 4 
Camitta, Sam, & Sons ... 
Camitta Shoe Co. 
Chairmasters, Inc. 
Colonial Tanning Co. 
Commonwealth Shoe & Leather Co... 


Dewey & Almy Chemical Co.. 
Douglas, W. L., Shoe Co. 


Eaton, Charles A., Co. 

MOG DD Sibccakccateccbadawcen 
Florence Importing Co. ..........'.... 
TI DOE © 66 SoS ses kas 5 ees 


Functional Furniture Co. 


Gallun, A. F., & Sons Corp.......... 
General Shoe Corp.......... 43,27; 22, 
Gerberich-Payne Shoe Co. 


Oo oO 
i ee 


wo 


21 
31 


80 


13 
89 
89 
69 


; 28, srd Cover 


31 


Front Cover 


86 


59 


Back Cover 


Gerda Footwear Co. 10, 51, 69, 74, 79 
Glamourettes as ee eee 15 
Gold Seal Rubber Co. wea ginaie/b ois 52 
<emrre BUON OR. oes Secs ce cakicnw 85 
Hale, Alfred, Rubber Co. 20 
Pe: NEE Bs oo cues ew scksenee 88 
Holland-Racine Shoes, Inc. ........ 2 
Hubschman, E., & Son, Inc. 2nd Cover 
ee 78 
Jarman Shoes 17 
Jayrich Footwear, Inc. ........... 85 
SORE CEN ARS OO 6 oss ckcadeoatetes 49 
Keith, Geo. E., Co. 5 
King Slipper Mfg. Co. .... 82 
Kistler Leather Co. ‘ 71 
Kreider, A. S., Co., The ..... 75 
Krippendorf-Dittmann Co. ......... 61 
Lederer Industries .......... 77 
Levor, G., & Co., Inc........ 3 
Marks, C. W., Shoe Co. 69 
Martin, Glen L., Co. 7 
Miller, O. A., Treeing Mach. Co.. 26 
Ser NS WO, BD cess sek codedcs de 11 
Mishawaka Rubber & Woolen . 

Ce {ct kwanc.ceasesen ae a 63 
Nevelk Co., The ...... 64 
Northwestern Institute of Foot Sur- 

BE. Cees Race a sweet nwseeeewns 82 
Ohio Leather Company .. 60 
PGR BOGS 6 2 onc sed cs ce sca ceces 76 
Pen a, Gla NO 4c Sous ov ewune 74 
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X - R 
Originators of X-Ray Shoe Gilling 


A Y 


2507 S. HOWELL AVE 


yf 


YH b qu 


finest shoe merchandising aid ever offer- 
ed. See Why ... literature on request. 


COM PAN Y 


MILWAUKEE 7. WIS. 





See it—Spring Shoe Show—Biltmore Hotel, Los Angeles 





Pilot Shoe Company 
Pollinger, M. D., Co. 
Potvin, R. J., Shoe Co. 
Prima, Inc. 
Primex Equipment Co. . 


Queen Quality Shoe Co. 


Roger Kent Plastics ..... 
Rubin, Irvin 


Sabin, B. 
Selby Shoe Co. 
Shu-Tecs Co. . - 
Sporting Shoe Sales Corp. ...... 
Sundiait Shoe Company 

Superior Shoe Co. 
Swank Shoe Dressings, Inc. 


85 ., Thonet Bros. Inc ...... 
89 | Tingley-Reliance Rubber Corp. 
72 | Transparent Shade Co. ....... 
65 | Trimfoot Company 
76 | Tweedie Footwear ...... 
20th Century Shoe Co......... 
25 
United Fast Color Eyelet Co. 
United Last Co. Fea 
64 United Shoe Mach. Corp. 
88 
Vaisey Bristol Co. ° ae 
89 Vincent Edwards & Company. 
47 Vitality Shoe Company .. 
85 Wee Gees MOG. S35. 55 S05 
23 
16 
81 Walkover Shoes err re 
77 Weil, M. K., Shoe Co. ... 





14, 57, 


66 


27 


19 
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bn He colt of one! AY PROT EK best titled el 


Sizing Plan gives you maximum turnover 
On minimum inventory. We set you up 
with a minimum stock of staples scientifi- 
cally keyed to your actual needs... we 
carry the reserve for you in America’s 
largest In-Stock Department... 


gou work with 
hal, the capital! 


You don’t have a lot of capital frozen on 
the shelf. You work with half the capital, 
carry fewer shoes, yet the same wide range 
of sizes and widths. You carry only the 
forward stock. We carry the reserve... 


It’s 30-day stock, actually, because we 
replace what you sell weekly... you get 
at least 4-times-annual turnover .. . thro’ 
Etonic’s own system of Automatic 
Re-Sizing . . . 


<Tofier 4174 


tle ’ / A 8-12, B 6-14, C 6-14, 
aalomatie: 


D 6-14, E 6-12, EEE 6-12 
All you do is save the magic tickets packed 
with every pair of Eronic First-in-Fit Shoes- 
Mail ‘em to us every week. In a few days 


mae shoes gou sold axe back in seoth:. Ses SUS mcolelipmeltitcccia etiieme mh ctlam Coliitatl-machitcoaate 
as simple as that... J 


Etonic’s new Pawnee Mocs... in Etonic’s distinctive Toflers 
get details a0us - ea . and no wonder! They’re not slippers, they’re made just like 
Etonic automatte shoes! They really fit, really hang on at the heels, really give 
support! The difference? It’s‘in Etonic’s exclusive built-in extra 
Re-Scying and Se fitting features... and it’s yours in every pair of Etonics! 
4 Dealer Profit a _ 
Plan! 


MAIL THIS COUPON TODAY! ) k i} () N | i 


CHARLES A. EATON COMPANY 


ere | Aad Ft SHOES | 
) a WDE 


Nationally advertised 
in Esquire 
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MADE IN THE BOOTSHOP OF CHARLES A. FATON. BROCKTON, MASS Fine Bootmakers Since 1876 


Oo 
nN 


Boot and Shoe Recorder 











MAKE IT IN 





MAKE IT IN PFA 


--e- but make it of 


IAC 


? 


E L « (Elk-Finished Cowhide) 


Colonial Elk has the colors—in the correct fashion # 208 


shades. Colonial Elk has the quality, too. It’s a mellow a 


leather, flexible, strong and well worked out. It gives shoes 


that something extra that makes wearers remember brand _ 
— 


names and ask for more. Send for color samples today. BOTTLE 
GREEN 


= 204 
ARMY 
RUSSET 


A 
ne 
COLONIAL TANNING COMPANY, INC., BOSTON 11, MASSACHUSETTS 
3 





YOUR BOYS’ SHOE BUSINESS TODAY 
IS YOUR FUTURE MEN’S SHOE BUSINESS 


YOU SELL ALL youtHs 122-3 Boys 1-6 BIG Boys 6'/2-11 


, is not difficult to account for the sustained business growth enjoyed by Gerberich 


dealers. They start their boy customers off at 4 or 5 years of age with a Youths size run, 
12%-3 made*over lasts suitable for real boys’ shoes and styled the way these young 
fellows want them. Because Gerberich-Payne makes Boys’ Shoes exclusively, they regard 
this early size run, not as a nuisarice, but as a logical base upon which to build customers 
for their dealers who will be carried through Boys, 1-6 and Big Boys 612-11 and ultimately 
into their men’s departments. 


OFFICES: NEW YORK, MAR- 
EN BRIDGE BUILDING, ROOM 
405 © LOS ANGELES, 219 
WEST 7th STREET, HAAS 


BUILDING, ROOM 919 ® 


PHILADELPHIA, LAFAYETTE 
BUILDING, ROOM 1025 
® MOUNT JOY + PENNSYLVANIA 


HOW'S YOUR B.S.B. REMEMBER IT’S YOUR F.M.B. ° ASK YOUR GERBERICH SALESMAN 











